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Efficient, smooth working Art Metal 
Counter Files make it possible for 
this large progressive insurance com- 
pany to serve customers without a 
moment’s delay. 


Art Metal Counter Files, provide a 
means for housing active records of 
all departments, right at the counter 
where the customer is served—no 
time loss, in walking to distant files 
and back again—no delay in service. 


There are 29 different Art Metal 
Counter Units, from 5 x 3 card rec- 
ord files, to the large roller shelf 
unit for the housing of large books 
such as life policy and order books. 


The Art Metal Counter Height Units 
are admirably suited to expansion. 


A recent Art 

Metal Counter in- 

stallation made in the 

offices of Essick & Barr, 

General Insurance Agency, 

of Reading, Penna. All active 
records are housed in this counter. 


All Records 
Right Where 


Your Customer Is Served 


From a single file, which may be fitted 
with substitute drawer inserts for the 
filing needs of a small business, units 
may be added, as the growth of the 


business requires. 


Let our Art Metal Man go over your 
office with you, and then bring to 
your desk definite suggestions for 
saving footsteps and floor space— 
and possibly expedite your service to 
customers. 


You probably will be most pleas- 
antly surprised by the saving in time 
in the handling of routine work, and 
by the improved service resulting. 


Whatever your needs, Art Metal can 
fill them. Desks for executive or 


Art Matal 


STEEL OFFICE EQUIPMENT, 


SAFES AND FILES 


staff; fire safes of permanent, pre- 
tested protection; shelving; any 
office piece . . . designed by engi- 
neers with over forty years’ experi- 
ence .. . executed by master crafts- 
men and reasonably priced. 


On display locally in over five hun- 
dred cities. Ask for a catalog or 
name of nearest dealer. Please speci- 
fy equipment in which you are inter- 
ested. 

———_—o 


Office layout booklet ... free. 
Send for ‘Office Standards.” This 
new booklet contains helpful data on 
office layouts. We'll gladly send 
you a copy free along with any of 
the catalogs listed below. Just men- 
tion the ones you wish. - 


1. Desks; 2. Steel Shelvings; 3. 
Horizontal Sectional Files; 4. Plan 
Files; 5. Fire Safes; 6. Upright File 
Units; 7. Counter Files; 8. Postindex 
Visible Files. 


The Art Metal Construction 
Company, Jamestown, New York. 
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Evenly Distributed Increases 
Modern Woodmen Plan Upheld 
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Income and Disbursement Items 


Further Suggestions for Changes in Life Insurance Company’s 
Annual Statements So That They May Clearly Reflect 
the Character of the Business 


HE object of requiring an annual 
| cane in such detail as at 

present required of life insurance 
companies is to permit of an analysis 
of the companies’ operations. In view 
especially of the importance of group 
insurance in the business of many com- 
panies, and of the introduction of 
various forms of coverage involving one 
year, or other short term insurances, 
the present form does not permit of an 
analysis from which desirable conclu- 
sions can be drawn, unless the state- 
ment figures be supplemented by other 
information. 
Premium and Commission Items: 

The income side shows separately 
items for first year’s premiums and re- 
newal premiums and the disbursement 
side shows separately commissions on 
first year’s premiums and on renewal 
premiums and some other items which 
apply more particularly to first year’s 
business than to renewal business, pre- 
sumably because of the intent to ob- 
serve the rate of the first year’s ex- 





*Fackler and Breiby, New York. 
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By WILLIAM BreIBpy* 


pense (or acquisition expense) as com- 
pared with that of taking care of the 
policy thereafter. The inclusion of 
group insurance and other short term 
insurance premiums with ordinary pre- 
miums and the inclusion of single pre- 
miums with first years’ premiums dis- 
tort the picture. I would suggest that 
separate items be provided for these 
premium items: group insurance pre- 
miums, first and renewal separately; 
single premiums, except single pre- 
miums for term insurances of less than 
five years; premiums for term insur- 
ances for less than five years. 

I would also suggest that income item 
No. 7, “Surrender Values applied to pay 
first year’s premiums,” be combined 
with Item 5, and that Items 15 and 17, 
“Dividends” and “Surrender Values,” 
respectively, “applied to pay renewal 
premiums” be combined with Item 12. 
The amounts of these Surrender Values 
and Dividends applied to pay premiums 
are shown separately on the disburse- 
ment side. The separation of these 
items on the income side merely makes 


it more difficult to read the income 
statement. The manner in which pre- 
miums are settled is not material for 
the income side. There is no more reason 
for showing on the income side whether 
premiums were paid by application: of 
dividends or surrender values than for 
showing whether they were paid 
through policy loans or premium notes 
or whether through settlement of policy 
claims. The disbursement items should 
be sufficient evidence of the premiums 
settled for by surrender values and by 
dividends in connection with the pre- 
mium, or other taxes. 


I think it would also be an improve- 
ment to move the position of Items 9 
and 16, “Dividends applied to purchase 
paid-up additions and annuities” and 
“Dividends applied to shorten the en- 
dowment or premium-paying period,” 
respectively, to a position below present 
Item 19, as they are not premiums col- 
lectible from policyholders, in the sense 
of the other premium items. There is 
no value in including “Dividends ap- 

(Concluded on page 49) 





4 


—- THE —— 


ASULEIVE THIRDPARTY SMOKES 





ciation News for that idea of 
lifting the Month’s Most Helpful Hint, 
we submit the following from the New 
York Life Bulletin: 
ONE DOZEN GOOD POINTERS 


1. Determine to be a big success. 
You will get more satisfaction out of 
that than you will in seeking pleasure. 

2. Make a list of the people you are 
going to see every day, and then see 
those people. Have faith in the “law of 
average.” It’s the backbone of your 
success. 

3. Call on a stranger at the start of 
every day. Whenever you see any 
man anywhere who isn’t busy—go in 
and talk to him. 

4. Speak quietly. The desire for 
life insurance is dormant in every 
man but you cannot take him by storm. 

5. Don’t antagonize your prospect 
by moral advice. Don’t say, for in- 
stance, ““You should have protection for 
syyour wife.” Show him how life insur- 
ance will help him to win out in life. 

6. If you. meet a lower rate, say, 
“There is plenty of it cheaper than 
that, but a man gets only what he pays 
for.” 

7. Have your application form out of 
‘your pocket and ready for the signa- 
ture, remembering that you don’t 
usually get a decision on the main is- 
sue, but on a minor point. 

8. Keep a good heart. If you make 
ten calls in a day and each one results 
in a turn-down, you may still have 
gained many clients by handling the 
turn-downs properly. 

9. Cut the grouches and kicks out 
of your disposition. Be friendly with 
everybody. Say good-morning to the 
office-boy and the elevator man. Show 
appreciation for every courtesy. 

10. Your best success will be with 
people of your own kind. Don’t stretch 
beyond your reach. As you serve more 
people, your standing rises; as yvur 
standing rises, your policies increase 
in size. 

11. Don’t expect too much all at 
once. Stick to life insurance long 
enough and you'll win. It makes little 
difference whether you feel you were 
born to be a salesman or not; any av- 
erage man who sticks to one thing long 
enough will beat the gifted man who 
scatters his efforts. 

12. Spend the whole day calling on 
people. Each call makes the next one 
easier. Each day you really spend in 
seeing people helps you to handle peo- 
ple better. Finally, the days grow too 
short. You are at it all the time. You 
are a life insurance man. 


\ A i ITH due credit to The Life Asso- 


ITH an early spring comes the 
W\ opening of an exceptionally re- 
munerative insurance sales line—that 
of automobile coverages. This spring 
weather is also the beginning of the 
open season for personal accident and 
health lines. This is a suggestion, or 
rather a warning, although it is not 
likely that even the most secluded agent 
does not know of the arrival of spring, 
what with French auto horns, which 
usually bloom in the spring with a tra 
la, la la! and the spring drive demands 
from the home office. 
* * * 
STARTLING increase in motor ve- 
hicle registration has been re- 
corded in almost every state in the 
country, and personal accidents, as well 
as property, collision, etc., mount fast 
apace. The past few spring days will 
probably be responsible for a deluge of 
car buying, and every time a new car is 
run off the assembly line in the factory, 
statistics say that another pedestrian 
will have to increase his personal acci- 
dent insurance if he would have com- 
plete protection. 
a * * 

PEAKING of automobile accidents. 
S Six of the new Ford (LUXFORD, 
if you please) taxicabs have been li- 
censed to operate in New York City. 
This group is only a small flock of what 
is expected to be a large family, and if 
the New York authorities grant the op- 
erators of these taxicabs license to op- 
erate at a lower fare than the larger 
cabs, the size of the Ford fleet will 
make more than one insurance agent 
happy. Taxicab insurance experience 
in New York has been favorable, but 
there is no telling what will happen 
when the cars become so congested that 
they will start stepping on each other’s 
toes. 

* * * 
GERMAN inventor recently proved 
the worth of his patented auto 
bumper, guaranteed to save the car and 
occupants from serious injury in case 
of collision. It’s about time someone 
of an inventive frame of mind turned 
his talents to constructing something 
like this for pedestrians. As one car 
owner to another, I suggest an inven- 
tion which would banish pedestrians 
from automobile highways. Or would 
this take away all the pleasure a back 
seat driver ever had? 
* * * 

FTER all, there is much to be said 
s. both sides and it usually is the 
same thing. The winner of the argu- 
ment is the one who first says ‘‘Where 
the h do you think you’re going?” 





E are not disposed to print as 
W\ news the account of that famous 
derby in which the hare and the tor- 
toise competed, nor even to philosophize 
platitudinously on its outcome. How- 
ever, the ancient and venerable ideas 
have a habit of recurring in, let us say, 
alternate centuries, frequently in the 
guise of new thought. 
* * * 
ONTRARY to Aesop, we in Amer- 
ica have been decidedly of the 
opinion that the race is almost invari- 
ably to the swift. The odds have al- 
ways been on the hare and usually he 
romped home the winner with plenty 
to spare and had a good time on the 
way to boot. But revolutions in 
thought, like the actual uprisings of a 
people against tyranny, have a way of 
developing under cover and thence to 
spring forth, full grown, at that very 
moment when the opposition seems to 
be at the height of its popularity and 
power. Accordingly, at this time when 
the march of so-called progress is mad- 
dest, when speed and quick achieve- 
ment are exalted, we are bold enough 
to predict that the tide is at its flood 
and a recession is about to set in. 
* * * 
E suspect that the stock market 
debacle in October has had some- 
thing to do with this. It has brought 
some of us back to the realization that 
things that are good for a “long pull” 


are pretty good things 1n general. 
* * * 


N case you don’t believe us, we’ll 
I call Herbert Hoover, President of 
He 


the United States, as our witness. 
deposes and says: 

The greatest waste of all our eco- 
nomic system is the periodic inflation- 
ary boom and its consequent ensuing 
slump, with all their speculation, un- 
employment and extravagance, for 
without boom there is no slump. The 
correction of this waste lies in the pre- 
vention of booms. The best protection 
against booms is that every business 
man shall have the information so that 
he may realize its consequent ensuing 
slump, from the movements of stock, 
from production and consumption, that 
the economic balance wheel is moving 
too fast. 

1 * * 

ND the moral of all this is closely 
related to the fire insurance busi- 
ness. When premiums were piling into 
the companies’ coffers in leaps and 
bounds, what did it profit us? Succes- 
sive years of underwriting losses. The 
ratio of premium increase has receded 
some in the past two years but it has 
been accompanied by a substantial un- 
derwriting profit. It appears that the 

hare is in the soup. 
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ol 


int as 
amous 
ie tor- 
ophize 
How- 
ideas 
IS Say, 
n the 


\ mer- 
f the 
ivari- 
ye al- 
ly he 
lenty 
n the 
s in 
of a 
ay of 
ce to 
very 
ns to 
’ and 
when 
mad- 
‘ieve- 
ough 
flood 


irket 
ome- 
ught 
that 
pull” 


we'll 
t of 
He 


eco- 
‘ion- 
ling 

un- 

for 
The 
pre- 
tion 
ness 
that 
ling 
ock, 
hat 
‘ing 


sely 
usi- 
nto 
and 
eS- 
The 
ded 
has 
un- 
the 


OR 
30 





THE SPECTATOR 


THp SPECTATOR, established in 1868, is a 
weekly journal devoted to promoting the 
best interests of trustworthy insurance of 
all kinds. The subscription price for_the 
United States, Canada and Mexico is Four 
Dollars per annum, postage prepaid; to all 
foreign countries in the Postal Union, Five 

ollars. 

Oeil by the United Business Pub- 
lishers, Inc, 289 W. 39th Street, New 
York City. A. C. Pearson, Chairman of 
the Board; F. J. Frank, President; C. A. 
Musselman, Vice-President; A. L. Davis, 
Secretary; F. C. Stevens, Treasurer. 


THE SPECTATOR COMPANY 
PUBLISHERS 


243 WEST 39TH STREET, NEW YORK 


Arthur L. J. Smith 
President 


Loughton T. Smith 
Vice-President and General Manager 
Harry W. Barnard W. H. Vallar 
Second Vice-President Secretary 
Robert W. Blake Sholto D. Kirk 
Treasurer Assistant Treasurer 


Thomas J. V. Cullen, Editor; Robert W. 

Sheehan, Associate Editor; Frank Elling- 

ton, Harry C. Canaday, Albert T. White, 

Jr., Assistant Editors; Ralph Reed Wolfe, 

Field Editor; Louis S. Fischer, Associate 
Statistician 


Telephone, Pennsylvania 0080 


WESTERN DEPARTMENT 
Fred. B. Humphrey, Resident Vice-President 
Insurance Exchange, Chicago, 
Telephone, Wabash 0531 


NEW ENGLAND DEPARTMENT 
Jack Tobin, Representative 
120 Milk Street, Boston, Mass. 


SOUTHERN DEPARTMENT 
William Thornton, Representative 
304 Mason Bidg., New Orleans, La. 


Sole Selling Agents in America for the 
publications of Charles & Edwin Layton of 
London, England. 


Copyright, 1930, by The Spectator Company, 
New York 





VOL.CXXIV FEBRUARY 27,1930 NO. VIII 





A New Sales Feature 


IRE, life and casualty agents 

are urged to follow each week 
in this paper the feature entitled 
“The Home Owner and His 
House.” Practical fieldmen will 
contribute much of the material 
for the articles, all of which will 
be planned with a view of estab- 
lishing a clearing house for sales 
thoughts and methods. The second 
instalment of this series appears 
on page 23 of this issue. It sets 
up a definite life insurance pro- 
gram and offers suggestions as 
to what and how much insurance 
the prospect needs. Read the ar- 
ticles for what information they 
may contain for you, or, if you 
feel qualified, your contribution 
on any particular line of insur- 
ance requirements will be appre- 
ciated. 


Tue SPECTATOR 
February 27, 1930 





THE VITAL NEED OF THE FIRE AND 
CASUALTY BUSINESS 


By Tuomas J. V. CULLEN 


REAL agency qualification law is the one thing above every- 
thing else the fire and casualty insurance business of this 
country needs if it is to be elevated to and sustained on the plane 


its importance demands. 


Such a law that, to all practical purposes would be uniform in 


all the States of the Union, is not an academic theory. 
only vitally necessary, but it is practical and possible. 


It is not 
Fire and 


casualty insurance agents, real agents who devote all of their work- 
ing time, give their ability and make their livelihood through sell- 
ing such insurance, know that this is so. 


Fire and casualty companies, 
alive both to their own interests 
and to the interests of their pol- 
icyholders, recognize the fact, and 
the insuring public, if made 
aware of the conditions now pre- 
vailing, if it were possible for 
them to be articulate on the ques- 
tion, would demand it. 


The only person who might be 
expected to have any objection to 
such a measure would be the man 
who, playing at times with selling 
insurance as an avocation, a side 
line to his real job, poaches on 
preserves where he has no rights, 
like the little foxes that spoil the 
vines. His total elimination from 
the business would benefit every- 
one concerned. 


A sweeping reform should be 
made, a reform which would re- 
sult in increased and more easily 
secured and better business for 
the bona-fide agent. Even should 
lower commissions eventually be 
paid, a thing many authorities 
believe to be inevitable whether 
or not stringent agency qualifica- 
tion laws are enacted, the agents 
would have far less to complain of 
than with the rates now in effect 
and a comparatively open field for 
any one, no matter how slight his 
qualifications, to write the busi- 
ness. 

A law more stringent in its re- 
quirements than any ever before 
employed is necessary, a law that 
would set a new standard for a 
real qualified agent—and there 
should be no other kind. 

If the companies would whole- 








heartedly get behind such a move- 
ment and refuse to appoint any 
one as an agent who did not meas- 
ure up to those standards, wheth- 
er or not required by law so to 
do, the law would soon become an 
accomplished fact and the result 
would be of universal benefit in 
fire and casualty underwriting. 
The absence of competition by 
irresponsible part time or transi- 
tory agents would bring a pride 
of achievement to the agents who 
measured up to the standard set 
and would permit them to make a 
thorough study of their under- 
writing practices. The conse- 
quent increase in their business 
might well permit a lowered com- 
mission to themselves and a low- 
ered rate to the insured, a thing 
even legislators might recognize. 

The insured would further 
know that having received a pol- 
icy of insurance, he would have 
all doubt as to his proper cover- 
age removed. The companies, 
knowing that every policy pre- 
sented had been examined by com- 
petent underwriters, would be en- 
abled to relax their vigor and re- 
duce their staff at the home office. 
In addition, expensive law suits 
would be avoided as it is admitted 
that most of these are caused by 
improper and incomplete work on 
the part of incompetent local 
agents. 

Such advantages to the insured 
and to the insurer necessitate a 
standard of knowledge and intelli- 
gence on the part of the agent 
impossible without years of in- 


Editorial 
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tensive study. Under the present 
system, practically any one with 
a desire or with a well-controlled 
line, can get an agency contract 
to the detriment of the expe- 
rienced underwriter. 

The fire and casualty insurance 
business even more than life has 
advanced in the past few years to 
a point where a technical and pro- 
fessional knowledge is a requisite 
of intelligent underwriting. The 
commercial world has progressed 
more rapidly in recent years 
through science than through any 
other agency. This brings about 
a complex situation in the writ- 
ing of policies which necessitates 
individual consideration being 
given to practically every policy 
written. 

Statistics show that over one 
million five hundred thousand 
permits have been issued by va- 
rious States departments to per- 
sons who may act as intermedi- 
aries in the placing of insurance. 
This is an absurd situation and as 
long as it lasts the position of the 
American Agency system will be 
insecure with consequent burden- 
some and costly misunderstand- 
ing to the company, the insured 
and the agent. 

There is only one way, we re- 
peat, to remedy the situation and 
that is through an agency quali- 
fication law for insurance agents 
of the type which has done so 
much to place the accountancy 
profession on an_ established 
plane. The SPECTATOR proposes 
to formulate a law of such a type 
and to bring it to the attention of 
the law makers of the various 
States. Suggestions and plans 
will be welcomed from company 
officials and agents toward the 
furtherance of this end. 

The crux of the situation is not 
in commission scales or acquisi- 
tion eosts but in agency qualifica- 
tion laws. 


BALTIMORE, Feb. 24:— The infant 
mortality rate in Maryland for the total 
white and colored populations has de- 
clined twenty-four per cent within the 
last ten years, according to a bulletin 
of the State Department of Health. 


Editorial 


Old Age Security 


FEW issues back THE SPEC- 

TATOR published an editorial 
condemning, in principle, pen- 
sions. Being convinced that it is 
possible to sell savings to the 
American public we, not selfishly 
but sincerely, advocated insur- 
ance in lieu of a subsidy. News 
reports from Albany would seem 
to support the theory advanced 
by THE SPECTATOR. The Governor 
of New York State is summarized 
in a news headline as follows: 





ANNA JARVIS, FOUNDER OF 
MOTHER’S DAY, STATES 
VIEWS ON PENSIONS 


THE SPECTATOR, 

New York City, 

Mr. A. L. J. Smith, President. 
My dear Mr. Smith: 

It is understood there is before 
the New York State Assembly a 
bill for old-age pensions. 

Such pensions are contrary to 
the spirit of Americanism. 

There should be, undoubtedly, 
a dependable and sure income for 
the unproductive period of life 
which may be normally expected. 

But such income should not be 

called “pensions” nor for “old 
age.” 
There are better names; or, if 
not, better ones may be coined 
that will not carry with them a 
sting of pauperism. 

The taxpayers are now over- 
burdened. The bill before the as- 
sembly of New York State would 
be a burden beyond definite reck- 
oning and of cumulative force. 

If the life companies would 
evolve some form of annuity 
through which the individual, 
commonwealth and community 
and employer would cooperate, it 
does seem an equitable form of 
annuities could be put into force. 

If the individual be a contrib- 
utor, then this annuity may be 
for the prudent, as well as for 
the thriftless, and without sting 
of pauperism or inefficiency. 

The name of Mother’s Day has 
been used by some of the pro- 
moters of these old-age pension 
schemes to influence legislative 
bodies, the press and pulpit. 

It is desired that it be known 
that In no way is Mother’s Day 
identified with the clique promot- 
ing the old-age pension enter- 
prise. : 

_ We have already been the vic- 
tim of some of these promoters. 

One of their leaders is even 
representing himself as a 
Mother’s Day founder, or “Pap.” 
There is no such an article as a 
“Mother’s Day Pap,” and will 
not be. Beware of anybody mak- 
ing such a claim. 

Very truly, 
ANNA JARVIS, 
Founder, Mother’s Day. 











Roosevelt Scores Pension Bill; 
May Sign It As Stop-Gap—Be- 
lieves Mastick Measure to Aid 
Aged Will Be Pork Barrel for 
Politicians—Criticizes Its Failure 
To Encourage Savings—Believes 
Provisions Should Have Been 
Made for Insurance Under State 
Control. 

No right thinking person would 
decry old age security. Every- 
one is for it. Our point is that it 
is a matter of proper method. 

And our hope is that Governor 
Roosevelt will veto the bill. Per- 
manent relief will come hand in 
hand with a life insurance policy. 


JOSEPH H. BRAGDON 


Joseph H. Bragdon, publishing di- 
rector of Textile World and vice-presi- 
dent and general manager of the Brag- 
don, Lord and Nagle Company division 
of the McGraw-Hill Publishing Com- 
pany, publishers of that paper, died 
suddenly of pneumonia Wednesday eve- 
ning, Feb. 19, at his home in New Ro- 
chelle, N. Y. 

Mr. Bragdon was born in Melrose, 
Mass., June 9, 1887. His father, Jo- 
seph H. Bragdon, founded Textile 
Manufacturers Journal in 1894. When 
the son graduated from Yale in 1911, 
he joined the staff of that publication. 
In 1915 he was active in a merger 
which joined Textile Manufacturers 
Journal and Textile World Record into 
one publication, Textile World. 

Mr. Bragdon was a member of the 
executive committee and of the board 
of directors of the McGraw-Hill Pub- 
lishing Company. He was past presi- 
dent of the New York Business Pub- 
lishers Association and a past presi- 
dent of the Associated Business Pa- 
pers, the latter office being the highest 
honor which the business publishing 
profession can offer. At the time of 
his death he was a member of the 
board of governors of the Advertising 
Federation or America. 


L. B. Recording & Statistical 
Bureau 


Due to the rapid expansion of its 
business, the L. B. Recording & Sta- 
tistical Corporation has been forced 
to forsake its present quarters, and be- 
ginning on March 1 the executive and 
New York statistical operating branch 
offices will be located at 102 Maiden ' 
Lane. 

Recording & Statistical Bureau, Inc., 
was organized in the spring of 1928, 
together with its affiliated Canadian 
company, Recording and Statistical 
Service Corporation. 


THE SPECTATOR 
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Life Insurance Sales for Jan- 
uary Five Per Cent 
Higher Than 1929 





Research Bureau Report 





Only Four States of the Union 
Failed to Show a Gain 
Over Last Year 


HARTFORD, CONN., Feb. 21, 1930.—The 
year 1929 closed as the best year for 
life insurance ever experienced in the 
United States. Every section of the 
country gained. In every month, sales 
increased over the same months of 
1928. In October, the stock market 
crash affected business as a whole. The 
last quarter of 1929 was for many in- 
dustries a poor three months. Con- 
trary to the general depression during 
this period, life insurance sales in- 
creased every month. In December, the 
United States paid for the largest vol- 
ume of insurance ever purchased in a 
single month. Instead of decreasing 
sales of life insurance, the losses suf- 
fered in the stock market furnished an 
incentive for more life insurance. 
Many investors who lost money in last 
year’s market are now buying life in- 
surance as a means of creating an es- 
tate which will steadily grow and can- 
not be influenced by business fluctua- 
tions. 

Figures just compiled show that the 
increases in 1929 are being continued 
into 1930. The volume sold during the 
past month was 5 per cent larger than 
in January, 1929. The increase con- 
tinues to be well distributed over the 
country rather than concentrated in 
two or three sections and is shared by 
51 per cent of contributing companies. 

Gains By Sections, January, 1930, 

Compared to January, 1929 
Unite Bates... ose Sc wks) + 5% 
Ne@wWeRAOIGnG! <5 ics scone vines 0 
Middle Atlantic . 25.6.5 co5 2 ces + 6 
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GROUP DEATH CLAIMS IN 
JANUARY 


William J. Graham, vice-presi- 
dent of the Equitable Life Assur- 
ance Society, announces that dur- 
ing January, 1930, the Equitable 
paid 568 group insurance death 
claims for a total amount of $1,- 
093,114. The average claim 
amounted to $1,925, which was 
high, as the average group policy 
protecting workers in the United 
States is for $1,500. 

Wives and mothers comprised 
68.7 per cent of the beneficiaries; 
whereas other relatives, heirs and 
friends comprised 31.3 per cent. 

Four and eight-tenths per cent 
of the deaths were caused by non- 
occupational accident; 2.5- per 
cent by occupational accident; 
3.3 per cent by murder or suicide; 
89.4 per cent by other causes. 

“An analysis,” states Mr. Gra- 
ham, “of other insurance carried 
by the deceased on paid claims 
indicates clearly the need for 
group insurance and its value 
‘when the pay check stops.’ ”’ 

5.6% of. the deceased carried 

$250 or less of insurance. 

10.4% of the deceased carried 
$251-$500 of insurance. 

14.8% of the deceased carried 
$501-$1,000 of insurance. 

24.3% of the deceased carried 
over $1,000 of insurance. 

44.9% of the deceased carried no 
other insurance. 











East North Central........... + 2 
West North Central........... +7 
Saute Atlanele <6 a ss sare cide cia’ +12 
East South Central........... +16 
West South Central........... —1 
PIISENIN als w acsslawreis gohan +10 
PACT. as, cade eaare nauwien eects "4. 5 


The largest sectional increase was 
made by the East South Central States. 
Every State in this section increased its 
production. Only ten States in the 
Union decreased production this month 
as compared to January, 1929. Nine 
States showed unusually large increases 
of 30 per cent or larger. These figures 
are compiled and issued by the Life 
Insurance Sales Research Bureau at 
Hartford, Conn. 


Modern Woodmen 
Plan Is Upheld 


Court Decides Rate Increase 
and Adjustment Is 
Justified 








Reverses Earlier Ruling 





Official of Society Declares 
Increase in Schedules Is 
Vital to Success 


CHICAGO, Feb. 26. — The Modern 
Woodmen of America’s plan of read- 
justment and stabilization by increasing 
rates and by an apportionment of its 
surplus to certain classes of risks, was 
approved by the Illinois Supreme Court 
last week when it reversed itself. The 
court previously had agreed with the 
contention of certain Woodmen insur- 
gents and had ordered the case, which 
had been appealed from Cook County, 
back with instructions to grant the re- 
lief prayed. The court now finds that 
there was no error in the decree as 
given originally by Judge William V. 
Brothers. 


Summary of Decision 


“It seems clear,” says the opinion, 
“that the appellee society has ample 
power under this act to effect a read- 
justment such as here attempted. Under 
the authorities herein cited, it becomes 
the duty of the society, when it became 
evident that its methods of operation 
were unsound, to adjust its affairs so 
it would proceed on a sound basis. This 
it had the authority to do under the 
general act of 1893. This being so, it 
does not become necessary to consider 
the validity of the act of 1919 assailed.” 

Attorneys for the insurgents have in- 
dicated that the case may be taken to 
the United States Supreme Court. The 
head camp of the society had contended 
that perpetuation of the organization 
is dependent upon the increased sched- 
ule. 
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Protective Life Insurance 
Company 


The Protective Life Insurance Com- 
pany, Birmingham, Ala., in its annual 
statement, shows that at the close of 
1929 it had insurance in force to the 
amount of $69,708,308, the increase for 
the year being $10,374,750. New in- 
surance written during the year on a 
paid for basis was $22,252,535, an in- 
crease over 1928 of $7,475,367. The 
total admitted assets of the company 
are given as $7,541,050, the legal re- 
serves, $5,658,127. The capital and 
surplus of the company is $1,608,473. 
The income for 1929 was $2,053,636. 
The Protective Life asserts that it 
writes more insurance, ordinary and 
group combined, in Alabama than does 
any other company wherever located. 
The Protective Life was organized in 
1907, and since that time its growth 
and progress have been highly satisfac- 
tory. In 1927 a merger was completed 
with the Alabama National Life Insur- 
ance Company, of Birmingham. The 
company writes all forms of ordinary 
life and group insurance. William D. 
Jelks is chairman of the board of direc- 
tors and S. F. Clabaugh is president. 
President Clabaugh states that the com- 
pany begins another year with more as- 
sets and more insurance in force than 
ever before, and “a large, happy and 
loyal personnel, both in the home office 
and agency forces.” 








Charles P. Rogge Returns 
to New York 


Following a month of winter vaca- 
tioning at Palm Beach, Fla., Charles 
P. Rogge, famous million dollar life 
insurance salesman for the Aetna Life 
Insurance Company, returned to New 
York and big business last Monday. 





Missouri State Life Publicist 
In and On the Air 


J. P. Licklider, director of publicity 
and sales research for the Missouri 
State Life Insurance Company, spoke 
before the Advertising Council of the 
Chicago Association of Commerce on 
Thursday, Feb. 6. Mr. Licklider, who 
is president of the Advertising Club of 
St. Louis, second largest advertising 
club in the world, flew to Chicago in 
company with A. J. Michener, post- 
master at St. Louis; H. W. Maynard, 
representative of the International Air- 
craft Exposition; Marion DeVeaux, 
executive secretary of the Advertising 
Club; George Bounds, chairman, com- 
mittee on model airplane contest; 
William King, United Press, and Mr. 
Sullivan, of the Associated Press. The 
trip was made on behalf of the Inter- 
national Aircraft Exposition which is 
to be held in St. Louis, Feb. 15-23. Mr. 
Licklider later flew to Kansas City and 
spoke over radio station KMBC. 





1929 INCREASES 


New Business . . . . . « - 24.2% 


Insurance in Force 


Gain over 1928 . . 


a ws 


Gain Total Insurance in Force . . 9% 





“THE OLD RELIABLE” 


Founded 1850 
Eighty Years of Faithful Service 





The Manhattan Life Insurance Company 
654 Madison Avenue, at 60th Street 
New York, N. Y. 
THOMAS E. LOVEJOY, President 
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OVER $50,600,000 DIVIDENDS 
TO POLICYHOLDERS BY 
EQUITABLE LIFE 


At the annual meeting of the 
Board of Directors of the Equit- 
able Life Assurance Society of 
the United States held today, 
the 70th annual statement was 
approved, including an appropri- 
ation’ of $50,620,000 for distribu- 
tion to policyholders this year in 
dividends. In his annual report 
to the board, President Thomas 
I. Parkinson announced that the 
assets of the company as of Dec. 
31 totaled $1,179,391,164, an in- 
crease of $103,267,531, over the 
preceding year. 

The new insurance paid for in 
. 1929, including Group Insurance, 
was $1,041,690,486. The total out- 
standing insurance on the books 
of the company on Dec. 31 was 
$6,760,922,525, an increase of 
$573,763,636 for the year. A lit- 
tle over $152,470,000 was paid to 
policyholders and_ beneficiaries 
during the year; $61,550,000 in 
death claims and $90,920,000 to 
living policyholders in Endow- 
ments, Annuities, Dividends and 
other disbursements. 

President Parkinson also re- 
ported that $114,950,000 was in- 
vested for policyholders during 
the past year at an average yield 
of 5.66 ner cent. With the excep- 
tion of the years 1920 and 1921, 
when investment opportunities 
were exceptionally favorable, this 
is the highest interest return ob- 
tained by the company on its new 
investments in any year for over 
a quarter of a century. The net 
interest rate earned in 1929 on 
its investments as a whole was 
greater than in any year during 
this period. 








Inter-Southern Life Insur- 
ance Company 


The annual statement of the Inter- 
Southern Life Insurance Company, 
Louisville, Ky., shows that during 1929 
the company made a substantial in- 
crease in insurance in force, and ma- 
terially increased its assets and policy- 
holders’ reserves. The reserve and 
surplus to policyholders at the end of 
the year was $19,864,455. The total 
admitted assets were $20,203,839, and 
insurance in force amounted to $158,- 
459,462. The company operates under 
the compulsory reserve deposit law of 
Kentucky, which requires that the net 
value of all its outstanding policies, less 
policy loans, be deposited in approved 
securities with the treasurer of the 
State of Kentucky. In commenting on 
the annual statement, President Carey 
C. Arnett says: “With all of this worked 
out and with a present organization of 
five hundred or more active agents in 
the field, selected from the most repre- 
sentative citizens of the communities in 
which they live, and with an office force 
composed of persons of character, vis- 
ion and company loyalty, we enter 1930 
with great confidence. 
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Boston Underwriters Plan 
Sales Congress 





Over a Thousand Life Agents Ex- 
pected to Attend—Nationally 
Known Speakers on Program 


Life insurance men in this section 
are preparing to stage the biggest sales 
congress ever held in this territory. 
The date has been set for March 21, 
and the Congress will take place at 
Ford Hall, Boston. Arrangements are 
being made to accommodate over one 
thousand life insurance men and wo- 
men of New England. The committee 
in charge is made up of Alex M. Ham- 
mer, chairman; Lester VonThurn, 
Harry Pope, R. O. Walter, Earl Man- 
ning, David Sprague, George H. 
Tracey and J. S. Munro. The affair 
will be held under the auspices of the 
Boston Life Underwriters Association, 
of which George H. Tracey is president. 

Mr. Tracey announces that the speak- 
ing program will be one of the best 
ever put on here and the entire meet- 
ing will be devoted to improving the 
educational status and selling ability of 
life insurance men and women. While 
the program is not complete, it is 
known that the following will be pres- 
ent as speakers: Hon. Howard P. 
Dunham, Insurance Commissioner of 
Connecticut; Hon. John E. Sullivan, 
Insurance Commissioner of New 
Hampshire; Harold Ley of the Life 
Extension Institute of Springfield, 
Mass.; John Marshal Holcombe, Jr., 
manager of the Life Insurance Sales 
Research Bureau at Hartford; and 
Arthur Fred Sheldon of the Sheldon 
School of Salesmanship. 

Two sessions will be held, one in the 
morning and one in the afternoon. 
There will be a luncheon at the Boston 
City Club at which there will be spe- 
cial entertainment. 


National Life & Accident 
Insurance Company 


The total assets of the National Life 
and Accident Insurance Company, Inc., 
Nashville, Tenn., at the close of 1929 
are shown by its thirtieth annual state- 
ment to be $26,363,471. During the year 
the company paid claims amounting to 
$6,831,853. The increase in life in- 
surance in force during the year was 
$38,484,805 and total life insurance in 
force at the close of the year was $310,- 
622,040. The National Life, through 
its president, C. A. Craig, announces 
that it holds premier rank among all 
companies on industrial heating and ac- 
cident business in force. It ranks third 
on health and accident premium income, 
fifth on total number of policies in force 
and seventh on industrial insurance in 
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force. It paid last year to policyholders 
over $21,000 each working day. The 
company included among its liabilities 
a fund of $850,000, reserve for epi- 
demics, mainly to cover excess mortality 
or disability by reason of general epi- 
demics. On account of heavy losses 
sustained during the influenza epidemic 
early last year this fund was reduced 
$150,000 and President Craig points to 
this fact as clearly demonstrating the 
advantage of having such a fund. The 
capital and surplus total $5,135,266. 
The assets of the company include 
bonds and stocks, principally govern- 
ment, State, county and municipal 
bonds, total $11,984,707; real estate 
loans, first mortgages, $10,737,663; 
cash in bank and offices, $747,501; real 
estate owned, $1,037,519. The company 
owns only one stock, Nashville and De- 
eatur Railroad, on which there are no 
bonds, and the only loan on stock col- 
lateral is for $3,000. 


All States Life Insurance 
Company 


The All States Life Insurance Com- 
pany, Montgomery, Ala., wrote $15,- 
000,000 new business during 1929 as 
shown by its annual statement. This 
was really produced in nine months as 
the company did not issue its first 
policy until after April 1, 1929. The 
statement shows a surplus for the 
protection of policyholders of $711,378. 
Its total assets are $783,080, tabulated 
as follows: Bonds, State, county and 
municipal only, $560,584; first mort- 
gage loans, secured by real estate 
worth at least twice amount loaned, 
$120,538; cash in banks, $40,325; ac- 
crued interest, $8,273; net deferred 
premiums and amounts due from re- 
insurance companies, $53,359. The 
company offers all standard forms of 
life and endowment insurance, includ- 
ing children’s endowments, annuities, 
old age pension funds, group, wholesale 
and salary deduction contracts. It has 
in force group policies covering $1,- 
405,150 of insurance under employer- 
employee relationships, etc. At the 
close of 1929 it had 4571 insurance 
policies in force, $13,195,948, and acci- 
dent insurance, additional, 852 policies, 
$2,530,000. No collateral loans, cer- 
tificates of deposit, stock notes, agents’ 
balances or equipment inventory are 
included in its statement of assets. The 
company is licensed to transact busi- 
ness in the States of Alabama, Mis- 
sissippi, Tennessee and Georgia. Rich- 
ard M. Hobbie is chairman of the 
board of directors, and Ben W. Lacy 
is president. 





J. R. Townsend, State agent in In- 
diana for the Equitable Life Insurance 
Company of Iowa, has appointed Pear- 
son Herrington as general agent for 
Rush, Fayette and Decatur Counties in 
Indiana. 





Pennsylvania Federation 
Favors Industrials 





Sponsoring Round Table Session 
for Insurance Days 
Next May 


PHILADELPHIA, Feb. 24.—The Insur- 
ance Federation of Pennsylvania today 
became the first organization in the 
country to recognize industrial life in- 
surance as a distinct line with problems 
of its own and apart from ordinary life 
insurance when Homer W. Teamer, sec- 
retary-manager of the Federation, an- 
nounced that an industrial life round 
table will be held at Pittsburgh May 
5-7. 

Mr. Teamer also announced that 
William J. Bradley, publicity manager: 
of the Home Life of America, one of 
the organizers of the International In- 
dustrial Life Insurance Association, 
would arrange the program. 
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MONTGOMERY, ALABAMA 


Financial Statement as of December 31, 1929 


RESOURCES (Assets) 


Bouts: (State, County Gnd Dianictpal Onda) oo: ose oi orvs0:0:) 0 vise sie ce vies ncissesivesigeae $560,584.55 
First Mortgage Loans, secured by Real Estate worth at least twice amount loaned. 120,538.21 
Cask An Banks: Waka awable Ome « 535.066 6 scncie cose bs eee ss 6 ccccee sis deeseoe 40,325.24 
Accrued Interest, fully secured by above Assets...........4.. Mire werpiaestalca ancieiaceiatare ante 8,273.18 
Net Deferred Premiums and Amounts due from Reinsurance Companies ........... 53,359.66 
Collateral Loans, Certificates of Deposit, Stock Notes, Agents’ Balances, Equipment 

MD se ca sua Vo cada Lat Te esata oi 0 GTS feline Sake TS TUG’ Shs tre sisal a ala eine aaike es aeralo se NONE 

MRE Se Rtg gfe se oe ooo so a Calo We te Fog oas [aba ate ONS Lan bla ror ors sum TNa aca he serete’ ara iaite sae iaie) wrarevous ersteiae $783,080.84 


RESERVES (Liabilities) 


For Policies of Insurance and Disability and Accident Benefits .........eeeeeeees .67,134.00 

For Accrued Expenses and Taxes not due on December 31st, 1929 .......eeeeeees 4,567.86 
Bree RET EMOTO TOD oo c5 aw 550 495745 dws bis oats se \erolate wieloreu owe vee « $432,142.75 
PARAM TE CMREIN Oe 5 5c cps a 64 Seg Sols “aa cosy. i Soa or ohova tae Sig ws) ahCIRtnTS Si ah 250,000.00 
SMI NE o0 icc (oa os 10 e'sn Soe fave taln? v6 aust elc inte orate wioiern cicls oii le we yeledeslWeceere 29,236.23 

EO Ee F POLCCEION: OF POLOYNONEENS aos 55.5 05.5 5 sie 60s 0's s 60) s 0 8'ele 051010016 0 016 4/6. 4(616@ Wein 711,378.98 

UREN rhc Be tc Ne ok ga aa 5.61.6 \o sa SR 0 vas a5) SS oar se odsiarte: musi Ai orovecesgl she tare leis racols ial etaceneie elaterere $783,080.84 

Policies Insurance 
PRAUTONCE AN FOTCE. 6... ocianic 0 006.0005 ede sees een 4,571 $13,195,948.00 
Accident Insurance (Additional) .............. 852 2,530,000.00 





The Company offers all standard forms of life and endowment insurance, including children’s 
educational endowments, annuities, old age pension funds, group, wholesale and salary deduction 
contracts. 


It has in force group policies covering $1,405,150 of insurance under employer-employee rela- 
tionships, etc. 


The Company is licensed to transact business in the states of Alabama, Mississippi, Tennessee 
and Georgia. 


OFFICERS 
RICHARD M. HOBBIE, CHAIRMAN OF BOARD 

BEN W. LACY, I, FRED SOLOMON, HENRY M. HOBBIE, 

PRESIDENT VICE-PRESIDENT TREASURER 
ARTHUR PELZER, RALPH D. QUISENBERRY, Dr. GEORGE E. BLUE, 

VICE-PRESIDENT SECRETARY MepicaL DIREcTOR 
FRANK MacPHERSON, W. C. JENNINGS, DAVIS F. STAKELY, 

VICE-PRESIDENT ASSISTANT SECRETARY GENERAL COUNSEL 
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T. B. MACAULAY 
President, Sun Life of Canada 


Increase in Sun Life Business 


in Uy S. 


The annual report of the Sun Life 
Assurance Company of Canada, which 
appears elsewhere in this issue, has a 
deep interest for a constantly in- 
creasing number of American readers. 
The company now has forty-nine divi- 
sional offices in thirty-eight States of 
the Union. All its United States poli- 
cies are payable in United States funds 
at these various branches. It main- 
tains on deposit with United States 
trustees, approved securities in excess 
of the net liability to American policy- 
holders. The total investments of the 
Sun Life Company in United States 
securities are now said to exceed $300,- 
000,000. 

The Sun Life Company has been ac- 
tively in business in the United States 
for nearly four decades and now ranks 
as a great international institution. Due 
to its rapid expansion it now comes 
under the supervision, not only of the 
exacting provisions of Canadian insur- 
ance laws, but of those of the whole of 
the thirty-eight States in which it 
operates. In the discharge of their reg- 
ular duties, a committee of twenty-two 
examiners, representing the States of 




















DESIRABLE TERRITORY 
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Michigan, Massachusetts, Minnesota, 
Ohio, Tennessee, Washington, Virginia, 
West Virginia, Florida, and the Dis- 
trict of Columbia, recently completed 
an exhaustive examination into every 
department of the Company’s affairs. 
Their report refers appreciatively to 
the Company’s liberal treatment of its 
policyholders and the sound and conser- 
vative basis on which its affairs are 
conducted. 


The report which appears in this is- 
sue reflects an unusual state of pros- 
perity. The company only four years 
ago wrote a billion dollars of assurance 
—the first Canadian life assurance 
company to do so. This year it is able 
to show not only another billion but 
over $400,000,000 to the good, the total 
being $2,401,237,000. This is over half 
a billion dollars of increase over last 
year and puts the Sun Life into the 
front line of major life insurance com- 
panies in the world. 


The assets of the Company stand at 
$568,000,000, an increase of $79,239,000. 
The rate of interest earned on the 
mean invested assets reached the high 
figure of 7.02 per cent. If a certain 
amount earned from bonuses and stock 
privileges, accruing on many of the 
Company’s holdings, be eliminated from 
the calculation the rate would still 
stand at 6.60 per cent. 


Business Men’s Assurance 
Company of America 


The twenty-first annual statement of 
the Business Men’s Assurance Company 
of America, Kansas City, Mo., shows 
that 1929 was one of excellent progress 
in the history of the company. It writes 
accident, health and life insurance, 
1929 being the twentieth year in the 
accident and health lines, and the 
tenth for life insurance, the company 
having been reincorporated in 1920 to 
write life insurance. During the 
past year the company wrote $48,655,- 
986 new life business, increasing the 
life insurance in force to $87,041,307, 
which, it says, is the largest amount 
issued in 1929 and the largest amount 
in force of any company of equal age 
in existence. The accident and health 








ARTHUR B. WOOD 
Vice-President, Sun Life of Canada 


premium income was $4,024,980, and 
here again the company says this is 
the largest volume of accident and 
health insurance written and_ the 
largest amount in force of any com- 
pany of equal age in existence. The 
total admitted assets are given as $6,- 
564,460. The cash income for the year 
was $6,408,320 as contrasted with $5,- 
838,406 for 1928. The company has 
capital stock of $500,000 and un- 
assigned surplus of $681,846. It has 
paid more than $20,000,000 in benefits 
to policyholders. W. T. Grant is the 
president. Plans for the present year 
include entrance into Pennsylvania, 
the thirty-first and most eastern State 
in which it operates. 


Savage Arms Adopts Employees 
Insurance Plan 


The Savage Arms Company of Utica, 
New York, and its subsidiary company 
the J. Stevens Arms Company of Chi- 
copee Falls, Mass., have announced the 
adoption of a policy of group life in- 
surance covering their entire organiza- 
tion. The contract was placed with the 
A&tna Life Insurance Company of Hart- 
ford, Conn., and involves approximately 
$1,500,000 of insurance covering nearly 
1300 employees. 
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SUN LIFE ASSURANCE COMPANY OF CANADA 








A TOWER 


OF STRENGTH 





1929 


New Assurances Paid for - - 
An Increase of $213,207,000 


Assurances in force (net) - 
An Increase of $504,322,000 


Total Income (net) - - - 
An Increase of $28,110,000 


Surplus earned satiated the 
Year- - - 

Payments to Policyholders 
and Beneficiaries - - - 

‘Surplus and Custengency 


Reserve - - - - 
An Increase of $5,869, 000 
Total Liabilities - 
(Including Paid up Capital) 
Assets, at December 31st, 1929 
An Increase of $79,239,000 


654,451,000 
$2,401,237,000 
172,857,000 


42,863,000 
69,174,000 


72,807,000 
495,390,000 
568,197,000 


























New Heap OFfFIce BUILDING 


Rate of Interest earned on mean invested assets 7.02% 


The high rate of dividends allotted to participating policyholders is continued and the special 
dividend on maturing policies extended and increased. 





EXTRACTS FROM DIRECTORS’ REPORT 


New policies paid for numbered 161,391 for a net 
amount of $654,451,143.27, an advance of $213,206,752.36, 
or more than forty-eight per cent, over the previous 
year. This marked increase and the fact that the 
average policy, for the first time, exceeded $4,000, 
afford impressive evidence of the ever-growing popu- 
larity of the Company. 

After deducting amounts reassured, the total assur- 
ances in force amount to $2,401,237,036.94, an increase 
of $504,321,102.37. This advance is notable not merely 
for its magnitude, but because when allowance is made 
for terminations by death and maturity, it represents 
a remarkably high rate of continuance, and evidences 
great satisfaction on the part of our policyholders. 

The amount paid to policyholders since organization, 
together with the amount at present held for their 
security or benefit, exceeds the total amount received 
from them in premiums by $139,290,474.03. 

The rate of interest earned on the mean invested 
assets has risen to 7.02 per cent. This figure includes 
a certain amount from bonuses and stock privileges 
accruing on many of the Company’s holdings; but if 
these were entirely eliminated the rate would still be 
6.60 per cent. 

A net profit of $13,077,284.62 was realized from the 
redemption or sale of securities. 

The surplus earned during the year, based on the 
values entered in the accounts, amounted to $42,863,- 
578.59, but from this sum substantial appropriations 
have as usual P ot ggg to further strengthen the 
position of the C 

An additional $10. 000°¢ 000.00 has been deducted from 
the market values of our securities as a provision 
against possible market fluctuations, raising the amount 
thus set aside for this purpose in the accounts to 
930,000,000.00. 

A further $1, 000,000.00 has been written off the Com- 
pany’s buildings. 

$931,000.00 has been appropriated to raise the an- 
nuity reserves to the Rutherford table of valuations, 
with interest at 3%4 per cent. This exacting standard 
requires reserves $2,656,000.00 in excess of those of 
the Dominion Government standard. 

$1,200,000.00 has been set aside as additional pro- 
vision for claims arising from total disability, death 
claims as yet unreported, and possible claims under 
cancelled policies on which a surrender value or rein- 
statement might be applied for 

$22,606,265.67 has been paid or allotted as profits for 
the year to policyholders. 


The special amount entered as a liability to provide 
for unforeseen contingencies has been maintained at 
$12,500,000.00. 

After making all these deductions and allocations, 
$5,868,899.96 has been added to the undivided surplus, 
bringing the total over liabilities, contingency accounts 
and capital stock, to $60,307,762.44 

In accordance with our usual conservative practice 
the securities owned by the Company have again been 
valued at figures much below the market quotations 
current at the close of the year. This undervaluation 
represents an important element of strength to the 
Company additional to the specific provisions in the 
statements. 

Your Directors are pleased to announce that the high 
scale of profits at present allotted to participating 
policyholders will be continued during the ensuing year, 
while the Special Dividend on maturing policies, in- 
troduced last year, has been extended to include poli- 
cies maturing after having been in force five years or 
longer and the scale of benefit has been increased. 





The business of the Company has always been 
conducted under the exacting provisions of the 
Canadian Insurance law and the rigid super- 
vision of the Insurance Department of the Gov- 
ernment of Canada. Ever since we entered the 
United States in 1895, the Company has been 
under similar supervision there and is now sub- 
ject to the regulations of thirty-eight States of 
the Union which require periodical examination 
of the affairs of all companies licensed in their 
territory. In the discharge of their regular 
duties a committee of twenty-two examiners, 
representing the States of Michigan, Massachu- 
setts, Minnesota, Ohio, Tennessee, Washington, 
Virginia, West Virginia, Florida and the Dis- 
trict of Columbia recently completed an exhaus- 
tive examination into every department of the 
Company’s affairs. The report of this commit- 
tee makes gratifying reference to the liberal 
treatment accorded to our policyholders, and pro- 
vides authoritative testimony to the Company’s 
strength. Even adopting the low valuations 
placed by us on our securities, the committee 
still reported a surplus at the close of last year 
$1,333,921.71 in excess of the figure claimed by 
the Company. 
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General Agency Meeting 


The Marion Rich General Agency of 
the Missouri State Life Insurance Com- 
pany recently held its annual banquet 
and agency meeting in Columbia, S. C., 
with James J. Parks, vice-president of 
the Company, and Mark Donnelly, as- 
sistant secretary, present as represen- 
tatives of the home office. 





Rejoins Jefferson Standard Life 


ATLANTA, GA., Jan. 17.—Frank E. 
Matthews, lately the general agent for 
Georgia for the Manhattan Life In- 
surance Company of New York, has 
severed his connections with this com- 
pany to rejoin his former company, the 
Jefferson Standard Life Insurance 
Company. 

Mr. Matthews began his career in 
the life insurance business in Decem- 
ber, 1921, in Americus, Ga., when he 


became district manager for the Jef- 


ferson Standard Life. 





Citizens Life Production 


At the annual meeting of the stock- 
holders of the Citizens Life, a new com- 
pany, of Huntsville, Ala., a report was 
made of 55,000 policyholders and a sur- 
plus of more than $600,000. The com- 
pany will begin its second year with 
the following officers: Dr. E. V. Cald- 
well, president; J. E. Pierce, vice-presi- 
dent; R. E. Smith, secretary; Jere 
Murphy, treasurer; R. E. Smith, gen- 
eral counsel. 





Good Start for Year 


Despite general business conditions, 
the Protective Life, of Birmingham, has 
written $100,000 more life insurance 
so far this year than for the same pe- 
riod last year according to A. L. Fair- 
ley, secretary. Other agencies report 
a renewed public interest in the pro- 
tective and saving features of life in- 
surance and a resulting increase in 
business. 





Fostering Essay Contest 


The Southwest Texas Life Under- 
writers’ Association is conducting an 
interesting essay contest through the 
San Antonio Chamber of Commerce, 
the subject of the essays being, “Why 
My Daddy Should Carry Life In- 
surance.” Children between the ages 
of 10 and 16 inclusive are eligible. 
Thirty-five dollars in gold, 70 pencils 
and 100 theater tickets will be awarded 
as prizes in the contest. While the 
nature of the contest practically limits 
the entrants to San Antonio children, 
an effort will be made to have similar 
contests conducted in other parts of the 
association’s territory. 
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New Legislation in Miss. 


JACKSON, Miss., Feb. 24.—A bill has 
been introduced in the Mississippi legis- 
lature by Senator L. G. North, of Be- 
lonzi, to raise the amount of insurance 
written on one person without medical 
examination from $3,500 to $25,000. 
No limit is placed on group insurance 
written in this manner. 





Actuarial Club Meeting 


“Methods Used in Securing Persis- 
tency of Business” was the subject of 
the regular session of the Actuarial 
Club of Indianapolis, at the Columbia 
Club on Tuesday evening, Feb. 11. The 
discussion was led by A. L. Portteus of 
the Indianapolis Life. 





Roger Davis Dies 


Roger Davis, general agent of the 
Southwestern Department of the IIli- 
nois Life, died last week of an acute 
heart attack. Funeral services were 
held Saturday from the home in Kan- 
sas City, Mo. Burial was at Forest 
Hill Cemetery. 





Bankers Credit Life 


The Bankers Credit Life of Birming- 
ham, Ala., in the annual report of 
president Ben Rapport to the stock- 
holders showed new business written 
during 1929 of $8,353,144 and $6,- 
761,934 in force at the end of the year. 
This is nearly three times the amount 
of new insurance written in 1928 and 
triples the amount in force at the end 
of the year 1928. In the same period 
the capital and surplus increased from 
$143,778.90 to $753,223.05. 





California in Van of State Life 
Agencies 


California fieldmen of the State Life 
Insurance Company of Indiana wrote 
more new business during January than 
was written in any other state in which 
the company is represented. California 
is under the management of Arthur J. 
Hill, who, before engaging in life in- 
surance work, was in the newspaper 
and advertising business. The January 
total exceeded $1,500,000. 

Hill’s agency also furnished the 
United States leader for personal pro- 
duction, H. J. Werner of San Francisco 
winning that distinction. Werner be- 
came associated with the Hill agency a 
little over a year ago. 
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Pan-American Promotions 


The Pan-American Life Insurance 
Company announces the appointment 
of the following district managers: 
Walter W. Lyons, Vincennes, Ind.; 
James J. Richards, Terre Haute, Ind. 





Promotions and Changes 


RICHMOND, VA., Feb. 24.—The Life 
Insurance Company of Virginia has re- 
arranged the management of its in- 
dustrial branch offices, which heretofore 
have been under the supervision of As- 
sistant Secretaries R. B. Pegram and 
Frank Orgain. In future, Mr. Pegram 
will have charge of Division No. 1, 
composed of Virginia, District of Col- 
umbia, West Virginia and Maryland. 
Mr. Orgain will have charge of Division 
No. 2, composed of Louisiana, Georgia, 
and Alabama. Supervisors J. T. Shee- 
han and H. P. Anderson have been 
called to the home office from the field. 
Mr. Sheehan: will supervise North and 
South Carolina and Mr. Anderson will 
supervise Michigan, Ohio, Kentucky, 
and Indiana. 





Occupational Mortality Ratings 


A few months ago the report was 
published entitled “Joint Occupation 
Study,” giving the results of a year’s 
work investigating the mortality ac- 
cording to occupations. Following soon 
after that report the Joint Committee 
on Mortality of the Association of Life 
Insurance Medical Directors and of the 
Actuarial Society of America have pre- 
pared a pamphlet showing occupational 
mortality ratings. These ratings rep- 
resent the composite opinion of the 
members of the committee. They are 
published in the hope that they may be 
of value to the companies in determin- 
ing their treatment of occupations. 

Copies of the pamphlet may be ob- 
tained through THE SPECTATOR, 256 
Broadway, at the price of $2.00. 





Mutual Trust Record for 1929 


Mutual Trust Life of Chicago, IIl., 
had a record-breaking year in 1929. 
When the final figures were compiled, 
an increase of 19.4 per cent was shown 
in written business, 22 per cent in paid 
business, and first-year premiums 
amounted to $1,031,074.49. A sum- 
mary of the financial statement for the 
year 1929 follows: Insurance in force, 
$166,069,978; new paid business, $35,- 
891,900; gain in insurance in force, 
$16,809,052; total assets, $25,804,457.- 
16; total income for 1929, $7,134,447.40; 
surplus and contingency reserves, $1,- 
243,520.07; ratio of new business to in- 
surance in force, 24 per cent; ratio of 
actual to expected mortality, 47.8 per 
cent. 
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NEW LEAFLET—NOW READY 


Do YOU RECOGNIZE THIS GUY 
“BiG HEARTED AL”? 
HELIVES RIGHT IN YOUR TOWN 


Every town has its “BIG HEARTED AL”—YOU think 
of him, as do all of his neighbors, just as is told of thts 
fellow—only you don’t want to tell him so to his face. 


Hand him a copy of this booklet—don’t you say a word— 
just sit back and watch his facial expression while he reads 
it. He can’t resent a word of the story and the chances are, 


when he has finished reading it, he will return it to you 
and ask: “What would ’steen thousand cost me, at my age?” 
The SPECTATOR feels that it is.extremely fortunate in being able to offer such a classic to the 


field force, and, that it may enjoy the widest possible circulation, we are publishing it in pamphlet form 
size 4 x 6, 8 pages with illustrations and 4 page cover in 2 colors. 


THIS IS BY H/T. G. HOFFMAN 


Price, single copy, 25 cents 


Wholesale quantity prices quoted on application 


THE SPECTATOR COMPANY 


CHICAGO 





Publishers 


NEW YORK 




















“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs rather 
than by great size. Through eighty-six years THE 
Mutua Lire INSURANCE COMPANY OF NEw York, the 
“first American Company,” has measured its success by 
the scope, manner and degree of its service. In such a 
way it is measuring now as its service broadens. 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and 
Double Indemnity Benefits, and prompt payments and 
practices for convenience of members are embraced in its 
present service. 

It welcomes as field representatives those who know 
that success is according to the natural law of compensa- 
tion—that the best comes to those who give out the best 
of themselves. ° 


The Mutual Life Insurance Company 
of New Yor 
: New York, N. Y. 


GEORGE K. SARGENT 
2nd ar" aaeaaata 


an 
Manager of Agencies 


34 Nassau Street 


‘DAVID F. HOUSTON 
President 




















“It Is the Most Easily Sold 


Policy I Ever Saw” 


That is what an experienced agent, new with the 
National Life, says about the Universal Policy. The 
records being made by a host of new agents and a lot of 
old ones lead us to believe this statement is correct. 

The Universal Policy and the National Life Company 
offer these advantages to the policyholder and the 


agent— 
For the Policyholder: 


Company is purely mutual. 

Policies are participating. 

After the first year, limited payments and Endow- 
ments pay face of policy plus everything deposited over 
Whole Life rate for death during premium paying 
period. 

Men and women risks written same rate. 

Unusually low premium. 

Limited Payments and Endowments can be changed 
without examination to lower premium forms at original 
insurance age and original basic rate. 

Juvenile policies. 

Children’s Educational Policy. 

Expectancy Term policy. 


For the Agent: 


Free Direct Mail Advertising service. 

Sales Promotion Department to help agents. 

Non-medical privileges. 

Fine working agreement with liberal first year and 
renewal commission. 

An exclusive new policy with features and benefits not 
found in any other one standard life insurance policy. 

Tie up with a real human institution. 


NATIONAL LIFE COMPANY 


Des Moines 
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PRUDENTIAL NOTES 


Superintendent C. S. Snyder, of the 
York, Pa., district, ranked first in in- 
dustrial net increase per agency, sec- 
ond in ordinary net increase per man 
and first in amount of monthly income 
policies in division D for 1929. This 
showing indicates that Superintendent 
Snyder is out for a record during 1930. 

There were 194 men of division D 
who earned ordinary merit buttons dur- 
ing 1929. Each district of the eighteen 
in the division are represented and the 
indications are that these men will also 
be merit button winners during 1930. 

Assistant Superintendent John G. 
Scheer was appointed an agent in Chi- 
cago No. 3 on Jan. 29, 1910. He was 
advanced to his present rank in 1912. 
In December, 1914, he was transferred 
to Chicago No. 6, and when the Chicago 
No. 13 district was formed on March 2, 
1925, was one of the assistants trans- 
ferred in forming the new district. He 
recently became a member of Class 
“D” of the Prudential Old Guard and 
was presented with the gold locket and 
certificate emblematic of twenty years 
of service. 

During 1929, Miss B. B. Macfarlane, 
Louisiana supervisor for the Pan- 
American Life Insurance Company, 
staged a twelve-month contest in the 
state. Each agent was given a monthly 
quota which he had to make or exceed 
in order to participate in the grand 
prize. Outstanding among Louisiana 
representatives was John T. Leonhard 
of New Orleans, who, with a production 
of more than half a million, won the 
capital prize, an R. C. A. Radio—model 
46. 

In addition to the capital prize, each 
agent who reached or exceeded his 
quota for the year received a Mother- 
of-Pearl Shaeffer pen and pencil set. 

E. W. Wade, who has served the Pan- 
American Life Insurance Company as 
general agent at Gonzales, Tex., for 
several years and has made such an 
outstanding success, has been trans- 
ferred to San Antonio, where he will 
have a much larger field of operation. 
He has equipped elaborate offices in the 
Milam Building in San Antonio. 

For the present, Mr. Wade will main- 
tain his office at Gonzales, and nothing 
in the plans announced above will in- 
terfere with the Wade & Lewallen 
Agency at Corpus Christi which is do- 
ing a splendid business in that section 
of the state. 

Agent Ernest F. Pratte, of the St. 
Louis No, 2 district, in his 1929 record 
surpassed both Industrial and Ordinary 
figures of 1928. He also procured a 
creditable amount of intermediate 
monthly premium business. 
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“A Southern Company 
Growing Like The South” 







1929 RESULTS 


























1929 1928 Increase 
Total insurance in force... ... $69,708,308.00  $59,333,549.00  $10,374,759.00 
Total admitted assets........ 7,541,050.39 6,985,578.42 555,471.97 
Legal reserves.............. 5,658, 127.00 5,226,992.63 431,134.37 
Capital and surplus.......... 1,608,473.00 1,529,169.38 79,303.74 ie 
TCOMEGK. ec cccccceccccs-ss. CORSET 1,982,485.61 71,151.16 
New insurance written....... *22,252,535.00 14,777,168.00 7,475,367.00 ie 
) 






*Paid for basis. 
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RECORD OF GROWTH 
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Legal Capital and Insurance ie 
Assets Reserve Surplus in Force is 
ee $ 118,254 $ 909 $ 116,730 $ 183,500 KG 
1912... .. 362,784 174,806 181,829 4,334,981 ie 
1987... 892,185 620,425 245,686 7,149,499 ie : 
ee 1,930,163 1,552,014 300,220 16,077,239 iI 
1087... 6,417,810 4,714,681 1,495,548 57,556,313 ie 
1928..... 6,985,578 5,226,993 1,529,169 59,333,549 KC 
ae 7,541,050 5,658,127 1,608,473 69,708,308 
70 MILLION 
















WRITING MORE INSURANCE, 


ORDINARY AND GROUP COM- 65 MILLION 
BINED, IN ITS HOME STATE, Ta iceenig 
WHEREVER LOCATED. 55 MILLION 
50 MILLION 
Protective Life — 
Begins Another Year with: 
—More assets. 4OMILLION 
—More insurance in force. 35 MILLION 
—A larger, happy, and loyal personnel, 
both in the Home Office and Agency 3O MILLION ‘| 
Forces. 
we - 25 MILLION 1 
—New opportunities for qualified men 
who would like to become a part of 20 miLLION 
the company and grow with it. 
15 MILLION 
ie 


: THAN ANY OTHER COMPANY 
: 


# 
10 MILLION : 
5 MILLION 


URANCE (0. 
mame | MILLION : 
, : 
A - ~ Nel 
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21st Annual Statement Reveals Another Step Forward 


FINANCIAL CONDITION 
DECEMBER 31st, 1929 


ASSETS 


Mortgage Loans (First Liens) ...$3,032,961.64 
U. S. Government Bonds......... 795,997.61 
State, County and Municipal Bonds 1,135,954.19 
Real Estate (Including Home Office 


OS Ee err ere 701,769.67 
Loans to Policyholders .......... 199,404.00 
Cash in banks and office.......... 268,765.70 
Accrued Interest on Investments.. 107,777.45 
Premiums in course of collection... °© 527,761.03 

Total. Gross Assets.......... $6,770,391.29 
Ent TOGCIIONS . oo ccc cccce 205,930.66 
Total Admitted Assets .......... $6,564,460.63 


LIABILITIES 
Legal Policy Reserve ........... $3,594,153.89 
Reserve for Claims ............. 1,476,244.69 


(For payment of pending dis- 
ability or death claims where 
disability has not terminated 
or proofs been filed.) 


Reserve for TAM oc cc occ ccces 125,000.00 
Premiums paid in advance........ 5,077.16 
All other liabilities ...-.......2.%- 182,136.28 


Capital Stock ..... $ 500,000.00 
Unassigned Surplus 681,848.61 


$1,181,848.61 1,181,848.61 
TONNE TAINS oo ck nescvcssneed $6,564,460.63 


Business Men’s Assurance Company of America 


KANSAS CITY, MISSOURI 


More than $20,000,000.00 in Benefits paid to Policyholders 
More than $87,000,000.00 of Life Insurance in force 

































To Assist Our Agents 


PHILADELPHIA LIFE 


The developing of practi- 
cal ways and means of as- 
sisting in the location and 
placement of contracts is 
one of our first duties to 
our agents .. . and will be! 


INSURANCE COMPANY 


111 North Broad Street, 
Philadelphia, Pa. 







































We Had a 


Conference, Too 


Early in December, leaders of American business and 
industry met in Washington at the invitation of President 
Hoover to consider existing economic conditions and the 
prospects for 1930. In January, the managers and super- 
visors of the Peoria Life Agency Force held their an- 
nual conference to survey the Company’s progress in 
1929 and to plan for 1930. Their conclusions accorded 
perfectly with the findings of the potent Washington 
group. 


They decided that ‘conditions were fundamentally 
sound”—how could they feel otherwise when the Peoria 
Life had just closed by far the most remarkable year 
of growth in the Company’s history, and at the very 
time of the meeting was entering the class of 200 million 
dollar companies? 


For 1930, they expected even brighter records to fol- 
low the application of President Hoover’s vigorous 
formula of “action that counts” and the “good old word, 
work!” The Peoria Life 1930 program lays emphasis 
on increased man-power and greater efficiency for its 
agents. In attaining this objective, every practical means 
will be employed to make more capable underwriters, 
more successful and prosperous Peoria Life agents. 


By such a program, the Peoria Life conference, too, 
may render a small contribution to the national pros- 
perity in our particular field! 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 
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A Life Insurance Sales Forum 


Choice Bits of Advice From Men Who Have Been 
Successful in Selling Policies 


THE SPECTATOR, the Los Angeles 

Association of Life Underwriters 
recently held a one-day Sales Congress 
which drew attendance from all over 
that section of the State. Nearly two 
thousand underwriters were in atten- 
dance and an all-star speaking program 
was featured by the association. Prom- 
inent among the speakers was Governor 
Young of the State of California and 
a group of officers and agents of the 
Penn Mutual Life. Some pertinent quo- 
tations from the addresses of these per- 
sonages are given herewith. 


A S reported in last week’s issue of 


* * * 


Life Insurance and National 
Prosperity 
Governor C. C. Young 
66 O one could keep his eyes open 
and his ears open and realize 
what is happening in this State and 
nation without recognizing that a great 
thing is being done by life insurance,” 
said Governor Young. 

“Recently in this State we have en- 
acted an old age pension law, whereby 
the State will share with the counties 
the burden of caring for the indigent 
aged. But you people are doing this 
thing in a far better way than any 
State or any county or any other poli- 
tical division can do it. You are taking 
the young man in his prime and instill- 
ing into him habits of thrift so that in 
his old age he will not need an old age 
pension. You are helping people to 
help themselves. 

“Your meeting here today is directly 
in line with the far-sighted acts of 
President Hoover in calling upon 
leaders in government and in industry 
everywhere to prevent what threatened 
to prove a slowing up in our national 
progress. These officials coming here 
from the East for the purpose of help- 
ing you are cooperating in this move- 
ment. 

“One of the great things in life in- 
surance is that it is an absolutely safe 
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from the Los 


Highlights 
Angeles Sales Congress 
which was attended by nearly 
two thousand life under- 


writers. 





investment. One of the greatest things 
life insurance can do is to keep people 
in the line of safety.” 

Life Insurance companies, by invest- 
ing their surpluses in California, are 
stimulating industrial activity, agricul- 
tural activity and the building of homes, 
the Governor declared. He compli- 
mented domestic and foreign companies 
upon the spirit of cooperation which has 
grown up between them, and he de- 
clared that a rosy year is ahead for 
California. 

* * * 


What Life Insurance Did for Me 
Carl A. Bundy 
President Los Angeles Advertising Club 


é6 OTHING is so marvelous in 
this meeting as the example it 
furnishes of the enthusiasm for life in- 
surance. Life insurance has become 
something to live by rather than some- 
thing to die for. I built my little busi- 
ness because I bought more life insur- 
ance than I could afford to own. My 
bankers knew that if I died, my life in- 
surance would pay; if I lived, I would 
pay. I got credit when, without it, I 
could not have gone on.” 
* * * 


As an Investment 
Wilbur Hamlin 
General Agent, Aetna Life 


é6é HERE are now in default $98,- 

fe 000,000, approximately, in rail- 
way bonds; $250,000,000 in public utili- 
ty bonds; $123,000,000 in industrial 
bonds, and more than 10,000 firms for- 
merly chartered in New York State 
alone have dropped out of the. race. 
Their securities at one time or another 


* prospects. 


were held by the public.” Mr. Hamlin 
did not say that the public should avoid 
all speculative issues entirely, but he 
rather insisted that life agents should 
drive home the fact that life insurance 
is the one and only safe security for old 
age. 
* * * 


Returns for Work 
Holger J. Johnson 
General Agent, Penn Mutual, 
Pittsburgh 


és“ FIRE insurance friend of mine 

recently charged that life insur- 
ance men get too much commission for 
the work they do. 

“I replied that some few years ago 
there was created in Pittsburgh a tre- 
mendous organization that became too 
large to sell, because no market for it 
existed . . . no one had the money to 
buy anything so huge. 

“The life underwriter is a creator of 
markets. He is paid for the creative 
work he does, not for the mere act of 
selling. The creation of a market for 
what you have to sell is real prospect- 
ing. A man may be a prospect, but 
only after you convert him into a pros- 
pect. A man, of course, must be able 
to pay and he must be able to pass, but 
first of all you must uncover your man. 
Men in the mass are not prospects... 
they are simply potentialities. 

“For the inexperienced man entering 
the life insurance field, the prime essen- 
tial thing is the names of fifty men upon 
whom he can call. These will not be 
prospects ... just names... until you 
can call on them and convert them into 
The second essential is to 
continue to build up names of new pros- 


pects.” 
* co * 


The Use of Additionals 
Alexander E. Patterson 
General Agent, Penn Mutual, Chicago 


écé VERY man who has been in life 
insurance very long realizes the 
value of the proper use of additionals. 


Life Educational 
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A friend who produces about $3,000,000 
of personal business single-handed told 
me that 30 per cent of his volume in 
1929 was sold with the use of additional 
policies. 

“Good arguments for the sale of ad- 
ditionals are the rounding out of an 
even amount .. . educational policies 
. . . programmed insurance on an in- 
come plan. 

“Not one policyholder in a thousand 
plans his insurance on the basis of an 
even amount of income to the bene- 
ficiary. 

“Taking full advantage of disability 
insurance... the addition of $1,500 or 
$2,500 to the clean-up fund .. . chari- 
ties .. . mortgages and other financial 
obligations ... Christmas and other an- 
niversary policies ... legacies for rela- 
tives or friends outside the policyhold- 
er’s immediate family . . . provisions 
for employees of long standing—all 
these are occasions for the use of addi- 
tionals. 

“The use of additionals does not 
jeopardize future business, but tends to 
stimulate it. It shows the man that 
you understand his needs and are inter- 
ested in him. 

“If I could get the name of every man 
in my territory who has bought life in- 
surance in some other company within 
the last fifteen days, I would ask for 
no better list, for these men have just 
bought, and they are still in a buying 
mood.” 

* * os 


“Cash” 
E. Paul Huttinger 
Research Manager, Penn Mutual Life 


PEAKING on business insurance, 

Mr. Huttinger declared too many 
men make the mistake of trying to be- 
come experts in business insurance, in- 
heritance life insurance and other spe- 
cialties without a proper background 
of knowledge and experience. 

About one-third of one per cent in the 
United States have income in excess of 
$10,000, the speaker said, and the agent 
should therefore thoroughly master the 
general field of life insurance before at- 
tempting to specialize. 

“Expertness grows out of general 
practice and experience in solving many 
problems. The business life insurance 
underwriter should have these qualifi- 
cations: 

“1, Be able to read, digest and inter- 
pret a financial statement. 

“2. Go into each situation with an 
open mind and with no definite or fixed 
intention of selling life insurance 
whether or no. Frank admission that 
business life insurance is not indicated 
often opens the way to selling personal 
life insurance to business executives. 

“3. Be able to find the money to pay 
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the premiums by uncovering economies 
which the corporation can place in ef- 
fect. 

“4, Be prepared to suggest those 
things necessary to effect the objectives 
for which business insurance is pre- 
scribed.” 


* * * 


Income Insurance 
J. Elliott Hall 

é6 HY monthly income? Because 

there is nothing we can accom- 
plish without it. Even health we can- 
not have without it. How many of you 
give your wife her year’s income at the 
start of the year? How many of you 
receive your year’s income in a lump 
sum, all at one time? 

“If you were preparing to make a 
trip abroad for your firm, to be gone 
several months, one of the first things 
you would do would be to arrange with 
your firm to pay your wife a regular 
monthly check. Why not exercise the 
same forethought in preparing for the 
last and longest of all journeys? 

“Place small policies as well as large 
on an income basis. Even as little as 
$18 per month, regularly, is so much 
better than nothing at all. If you lost 
your job and felt that you needed $200 
a month to get along on, and someone 
came along and said, ‘We cannot let 
you have $200, but we will give you $50 
per month,’ how many would refuse it? 

“We are constantly thinking about 
million dollar cases and $500,000 cases 
and $100,000 cases. I hope to live to 
see the day when life insurance men not 
only will sell more small income policies 
but will buy them themselves. 


“The best possible way of interesting 





a man in what you can do for his fam- 
ily is to tell him what you have done 
for your own. Don’t sell insurance; sell 
plans. Don’t take it for granted, or 
give him the impression that more in- 
surance will be needed to place his in- 
surance on an income basis.” 


Farmers Buy Insurance 


BIRMINGHAM, ALA., Feb, 24.—Under 
a group policy with the Protective Life 
of Birmingham, a total of 7200 mem- 
bers of the Alabama Farm Bureau Fed- 
eration have been insured since Nov. 1, 
1929. Many farmers are being insured 
who heretofore have carried no in- 


surance at all. 


However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


Mere Than a Billion and Three-Quarters 
of Insurance in Force 














Anniversary Year, just now entered. 
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Twelve In A Row! 


One after the other, during 1929, the existing record in written, issued and 
paid-for business for the current month was toppled over and laid to rest 
alongside its fellows, by The Guardian Field. 


This showing of twelve consecutive “best” months (following a six-year 
record of over 100% growth in annual new business paid for and in total in- 
surance in force) constitutes a significant prologue to The Guardian’s Seventieth 


1860—Seventy Years of Service—1930 


FisGUARDIAN LIFE 


INSURANCE COMPANY ¢ AMERICA 


SQUARE + NEW YORK CITY 
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TATOR Bill Jones was introduced 

as an approximation of the aver- 
age home owner, and under the above 
heading, the first article of the series 
explained in detail the proposal to sell 
him full coverage multiple line insur- 
ance. 


I: last week’s issue of THE SPEC- 


Agents were invited to contribute 
copy setting forth their ideas on what 
insurance Bill Jones should buy and 
how they would go about selling him. 
The tentative multiple line prospect 
card shown herewith was set up as a 
working model. It gives a clear picture 
of the prospect’s needs and ability to 
purchase although the set up was ar- 
ranged with the realization that some 
of the items would have to undergo re- 
vision. 

This week as a starter and pending 
receipt of sales ideas from our readers 
in the field we interviewed William R. 
Julius, C.L.U., of The John C. Mc- 
Namara Organization, Managers of The 


Guardian Life Insurance Company in 
New York City, and asked him to sug- 
gest a more definite life insurance pro- 
gram. 


He recommended that the items be 
listed in the following order: Immediate 
Death, Income, Mortgage, Education 
and Retirement. For these combined 
policies he suggested a total of $25,000 
with Disability and Double Indemnity 
on all, in these amounts: $1,000. Im- 
mediate Death as a clean-up fund; 
$12,000. Income; $6,000. Readjustment 
Fund and $6,000. Combined Mortgage 
and Education. 


Planning the Income 

Realizing that $12,000 income would 
return only $50 a month for life, Mr. 
Julius advocated that $6,000 be dissi- 
pated at the rate of $50 a month be- 
ginning immediately to augment the life 
income. This arrangement would in 
conjunction with the interest value 
from the mortgage and education fund 
provide $105 to $125 a month for a 


period of nearly fourteen years, or until 
the daughter reached the age of nine- 
teen and the son sixteen years. At this 
point whether the mortgage had been 
cleared up or continued there would 
exist an equity in the property, plus the 
remainder of the $6,000 fund, sufficient 
to finance college expenses of the two 
children. 

The mortgage-education funds was 
combined with the thought that keeping 
the home together while the children 
are small is a prime requisite. If the 
husband lives to clear off the mortgage 
the policy may be assigned to educa- 
tional purposes. 

A program for future purchases 
should be outlined so that his total pro- 
tection will be increased as his income 
increases. 

Depending on the rate of increase in 
insured’s income, an alternative plan 
was suggested: A larger amount of 
insurance divided between ordinary and 
term insurance. This arrangement 

(Concluded on page 22) 


TENTATIVE MULTIPLE LINE Prospect CARD FoR Mr. WILLIAM JONES 

































































Name Age Address Business 
Bill Jones 30 Residence 21 Myrtle Ave. 642 Main Street 
Occupation Single Dependents with age—Wife 27 
Accountant Married X Daughter 5 
Widower Son 2 
Automobile 
Property Owned | Location Brick Make Type Year Price 
Dwelling House 21 Myrtle Ave. Frame X Universal Sedan 1930 $1250 
Value of House Mortgage on House Income Value of Personal Effects 
$7500 . | $3,800 per annum $5,000 
FIRE LINES CASUALTY LINES LIFE INSURANCE 
PROGRAM 
Amt. Prem. Amt. Prem. 
Fire Auto Liability Immediate Death 
Building Auto Collision Income 
Automobile Auto Property Damage Education 
Burglary Mortgage 
Tornado Theft Retirement 
Building General Liability Double Indemnity 
Contents Accident Total 
Automobile Health 
Plate Glass Beneficiaries 
Auto Theft Forgery 
Rent 
Aircraft 
Riot and Civil Commotion 
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Opportunity in Salesmanship 


Samuel M. Carson of Aetna Life Advises Young 
Men to Go Into Life Insurance 
Rather Than “Go West” 


HEN I left high school I took 

a clerical job in the office of a 

prominent attorney in Atlanta, 
and remained with this attorney until 
the time of his death, about one year 
later. When I began to look around for 
a position as stenographer, having 
taken up shorthand at odd times while 
in the law office, it occurred to me that 
in view of the fact that I was left out 
in the cold from the death of my em- 
ployer, that the thing for me to do was 
to try to connect with some organiza- 
tion which would be permanent and 
would not leave me out in the case of 
the death of my employer, or in case 
of the dissolution of a firm or partner- 
ship. 

In other words, I made a definite de- 
cision to get a job with a corporation 
which would go on for all time. I had 
a young man friend connected with a 
life insurance company, and in a con- 
versation with him I was impressed 
with the opportunity for the future in 
the life insurance business. I succeeded 
in getting a job with one of the out- 
standing life insurance companies as 
stenographer on a salary of $30 per 
month, with the understanding that I 
might try to sell policies. The first 
year I sold approximately $50,000 in- 
surance, the commissions on which 
amounted to considerably more than my 
salary. 


Anxious to Learn 


I determined to learn all I could about 
the life insurance business; but in those 
days we did not have the splendid fa- 
cilities of the present day, and it was 
up to me to learn what I could, when I 
could, and how I could. It is a far cry 
from the present day efficient methods 
back to the time when letters were 
copied in the old fashioned letter-press 
instead of the present day method of 
carbon copies. Letters were dictated 
to me by the general agent, by the 
cashier, by the policy clerk, and in fact 
by every one who had something to say. 
Then, as now, there were two kinds of 
office men—those who had something 
to say and those who just had to say 
something. I would gather up all the 
letters from our agents, policyholders, 
etc., at the end of the day, would read 
them over, and would then read the re- 
plies which were copied in the letter- 
press book. In this way it was not long 
until I had a very good idea as to what 
it was all about. 

It was not long until I was able to 
answer correspondence without being 
dictated to. Of course I made mistakes, 
but I tried never to make the same mis- 
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take twice. The following quotation has 
been an inspiration to me throughout 
my business career: “He That Succeeds 
Makes an Important Thing of the Im- 
mediate Task.” 


I early discovered that accuracy as to 
detail is a most important prerequisite 
for success. In the course of time I was 
promoted to cashier, and when I was 19 
years of age I was given the job of act- 
ing superintendent of agents. This 
got me outside and put me in contact 
with people in a different way. Along 
with my other duties, I was asked to 
straighten out many complications. I 
used to think that no one else seem- 
ingly wanted to do this, so it was left 
to me; but, after all, it was splendid 
training. I tried to always be fair to 
all sides and to be courteous at all 
times. If there is any advice I can give 
to the present generation, it is to culti- 
vate the habit and make it an absolute 
rule to be courteous under all circum- 
stances and to be tactful and consid- 
erate. 


Later on, an opportunity presented 
itself for me to become general agent 
in Georgia for the Aetna Life Insurance 
Co., and having had the splendid train- 
ing with my former connection I be- 
lieved that I could operate an agency of 
my own just as well as I could assist in 
operating the agency of another. 


There is a little motto—one might 
call it that—which has been a great in- 
spiration and help to me: “What we do 
for ourselves alone dies with us; but 
what we do for others in the world 
lives, and is immortal.” I do not know 
of any quotation that more fittingly de- 
scribes the wonderful business of life 
insurance. Anything that I have ever 
done for anyone with the right motive 
behind it has come back to me. 


Innovations 


The last fifteen years have brought 
radical changes in insurance salesman- 
ship. Years ago it was thought that 
all a man needed to sell life insurance 
was a rate-book and application blanks 
and a license. You can well imagine 
the type of man who wanted to enter 
this business with much to gain—noth- 
ing to lose. Today stringent laws gov- 
ern the conduct of life insurance com- 
panies and the life insurance business. 
Salesmen were formerly recruited from 
the ranks of those who had tried every- 
thing, and having failed at everything 
else drifted into insurance. The per- 
sonnel now successfully engaged in the 
sale of life insurance has undergone a 
most radical change. Now we have 


many college graduates in the life in- 
surance field and young men are choos- 
ing the life insurance business as their 
lifework, and are preparing themselves 
for the life insurance profession just 
as thoroughly as they are required to 
prepare for the medical or legal pro- 
fessions. 

Our company has a correspondence 
course in life insurance, the study of 
which will assist a salesman in fitting 
himself in a very few months, by proper 
study of the fundamentals, what it took 
me years to learn in the “University of 
Hard Knocks.” While a salesman is 
studying his sales course with us he 
attends a sales-conference every Mon- 
day morning, where the salesmen get 
together and discuss the problems of 
the past week and any anticipated prob- 
lems of the future. They swap expe- 
riences—and I imagine, in certain occa- 
sions, probably also swap some fairy 
tales. 


Source of Satisfaction 


One of the most satisfactory things 
about a successful life insurance sales- 
man is the fact that he can leave one 
city and go to another, and if he is 
a man of ability and integrity it does 
not take but a very short time for 
him to be able to make a satisfactory 
connection in that city of his adoption 
either with the general agent of the 
company he has been with or with the 
general agent of another company. I 
have found that there is no business in 
the world that affords a greater oppor- 
tunity and greater reward than life in- 
surance business, if the salesman is 
willing to pay the price of success. This 
price is intelligent and constant hard 
work. 

Time is the greatest asset anyone can 
have if it is properly utilized. Selling 
life insurance in a final analysis is con- 
stant work. Of especial interest to me 
is group life insurance. The growth of 
group insurance in our agency has been 
remarkable. At the end of 1924 we 
had in force approximately five million 
of group insurance, whereas at the end 
of 1929 we had in force approximately 
forty-two million—this increase having 
been accomplished in the period of ap- 
proximately five years. 

When a salesman pays a death claim 
to a widow or children, or to a business 
partner, he gets real satisfaction from 
the thought that he is a benefactor, and 
that had it not been for his sometimes 
persistent insistence this fund would not 
be available. 

(Concluded on page 25) 
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N order to properly approach the 

subject of prospecting, it is neces- 

sary that we arrive at an acceptable 
definition of the term “prospect.” 
There is no greater fallacy than the 
trite saying that “everybody is a pros- 
pect.” Were this true, all this discus- 
sion of prospecting would represent so 
much wasted energy. 


Four Necessary Factors 


I should say that four elements are 
necessary to develop a man into a pros- 
pect to an individual agent. 

First, he must be physically, morally 
and financially able to get a life insur- 
ance policy. 

Second, he must agree, at least pas- 
sively, that what the salesman has to 
offer fills a present need in the program 
of his life. 

Third, the salesman must be able to 
interview him under favorable circum- 
stances. 

Fourth, the salesman must know that 
these three elements exist. 

The first element is, of course, always 
conceded to be necessary. Element 
number two must exist, else the man is 
simply a potential and not a real pros- 
pect. Even if both these conditions 
obtain, it is excellent judgment to insist 
upon having the interview surrounded 
by favorable circumstances. Life in- 
surance selling is now very largely a 
matter of assisting the prospect to ar- 
range his affairs. Neither the prospect 
nor the agent can concentrate upon the 
necessary calculations if hindered by 
outside interference. 


To Make the Sale 


The salesman’s knowledge of the ex- 
istence of these favorable conditions is 
necessary in order that he may have 
the required confidence in his ability to 
make the sale. I believe it is agreed 
that no man is a prospect to an indi- 
vidual agent unless there is a reason- 
able probability of that agent’s being 
able to make a sale. Most certainly 
there is small probability of a sale un- 
less the salesman’s confidence has been 
built up before the interview. 

Success in life insurance selling is 
not based primarily upon a large num- 
ber of interviews, but upon the thor- 
oughness with which each interview is 
planned. The planning must be based 
upon knowledge concerning the pros- 
pect’s circumstances, needs and habits. 

This lays the foundation, I think, for 
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One Method of Finding and 
Keeping Prospects 


By J. F. QUILLIAN 


the opinion that the greatest source of 
prospects is the agent’s own applicants 
and policyholders. Every man who has 
been sold a policy will agree that a 
great service has been rendered. At 
the time he buys the policy he is, as a 
rule, more enthusiastic concerning his 
purchase than at any other time. At 
this moment he fully appreciates the 
fact that he would be rendering an in- 
valuable favor to his relatives and 
friends to have the agent call upon 
them. 


Proving the Method 


There are several reasons why this 
kind of prospecting is of great value 
to the agent. The first I mention is 
that the client can furnish the informa- 
tion which the agent must have before 
he can properly plan his attack, and be- 
fore he can prepare a workable pro- 
gram for his prospect. 

A second reason is that the client will 
invariably give the names of those over 
whom he exercises influence. He wants 
the agent to close everyone whose name 
he gives, so he furnishes the names of 
only those whom he believes will follow 
in his footsteps simply because those 
footsteps were made by him. There- 
fore, if the agent, in calling upon these 
people, will tactfully use the name of 
his client, he will have a mighty friend 
by his side. On some occasions the 
agent should be introduced by the client. 
This should be determined by the agent, 
for in most cases the client is unversed 
in the technique of salesmanship and 
will overturn the salesman’s playhouse. 

If there is a life insurance salesman 
who does not know where to go next 
week, I should like to make a sugges- 
tion to him. Let him go to five of his 





policyholders and tell them that his am- 
bition is to render to their friends just 
such a service as he has rendered them. 
Tell them that in order to do that he 
must know who their friends are, and 
that he should be free to use their 
names in making the calls. These five 
policyholders will furnish the names of 
twenty people, ten of whom will be 
prospects. Of these ten he will even- 
tually sell five. He will sell two of 
them on first interview, if the law of 
averages holds good. The five whom 
he sells will direct him to twenty more; 
so there he goes, round and round, al- 
ways busy, always inspired. 


The Home Owner and His 
House 
(Concluded from page 19) 

would offer more protection during the 
immediate future. The term insurance 
to be converted into ordinary after the 
policyholders income had sufficiently in- 
creased and the mortgage interest 
reduced. 

A point the speaker emphasized in 
this connection was that he hesitated 
to sell term insurance unless he was 
very definitely certain that he had sold 
the prospect on life insurance as a nec- 
essity. The absence of property value 
too often, he said, causes the insured 
to drop his protection entirely. 

Retirement insurance was not recom- 
mended for the same reason; protection 
being the prime requisite at the age and 
earning power represented by Bill 
Jones. The cost of such a set up as 
outlined would amount to $673.50 for 
the first year and $538.25 for the sec- 
ond year net, based on present dividend 
scale. 








unlimited production. 


rights. 











Scranton -Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


| Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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Life Underwriters Association 


of Kansas City 


Splendid Growth of Organization During Past Y ear— 
Summary of Accomplishments in 


Educational Work 


City is another group whose rec- 

ord during the past year reflects 
to the credit of the members and offi- 
cers. They held only eight formal 
meetings, but all were well planned 
and drew in each case large attendance. 
In addition many group and committee 
meetings were held throughout the 
year. Herley S. Daily is president of 
the association, having been reelected 
last June. The following summary of 
the work done by the organization in 
1929 shows the earnestness with which 
associated effort is carried out. 

Upon my reelection as president of 
our association last June, I made it 
plain to the membership that we ex- 
pected active cooperation during this 
year. I felt that the success of our or- 
ganization depended largely upon three 
important factors. 

First, that we should have a larger 
number of the field men as active mem- 
bers. 

Second, that as many of the members 
as possible should have some definite 
responsibility for making the organiza- 
tion a success. 

Third, that our program committee 
should furnish the type of programs 
that woud appeal to the greatest num- 
ber. 


Tait Life Underwriters of Kansas 


In our campaign for membership, we 
first prepared an outline of our pro- 
grams for some months in advance in 
order that we might have something 
definite to sell prospective members. By 
doing this and going about it in a sys- 
tematic way, we were able, in a very 
short time, to practically double the 
membership. 
son from each Life Insurance Agency, 
as a member of the membership com- 
mittee. These men acted as. captains 
and did splendid work. General 
Agencies have 100 per cent member- 
ship of full-time men. 


Review of Work 


Some of the outstanding things ac- 
complished this year was our increase 
in membership and the wonderful Life 
Insurance Trust Course, given by 
Oliver J. Neibel, assistant trust officer 
of the Commerce Trust Company, 
which covered a period of thirteen 
weeks. We had an average attendance 
of about 96 per cent at these classes. 

Another thing that has helped our 
association this year is a ruling made 
by its officers that no one but members 
and guests could attend the meetings, 
a guest meaning anyone who is not 
eligible to membership. 

We started off the new year at our 


We appointed one per- 
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January meeting, with Dr. Huebner as 
our main speaker, who has_ been 
brought to us through the courtesy of 
Ralph Rice, president of the National 
Fidelity Life Insurance Company of 
this city. 

This memorandum will give you a 
fair idea of our activities during the 
past year, also some of the ways and 
means used to increase interest and ac- 
tivity of our members. 


During the spring 65 of the leading 
producers of Kansas City attended a 
13 weeks course—the Life Trust In- 
stitute—put on by the Commerce Trust 
Co., under the auspices of the associa- 
tion. 

Early in November a membership 
campaign was successfully carried on 
which has resulted in an increase of 
82 per cent to date, the present member- 
ship of the Kansas City Association 
being 271. 

The officers of the association are as 
follows: Herley S. Daily, president; 
Frank D. Masden, first vice-president; 
Herbert A, Hedges, second vice-presi- 
dent; Volney H. Thomas, secretary and 
treasurer; Reed G. Hake, national com- 
mitteeman. 

Advisory Committee—Reed G. Hake, 
chairman; Herbert A. Hedges, Frank 
D. Masden, John P. Mullane, Sam C. 
Pearson, Chas. L. Scott. 

Executive Committee— Herbert A. 
Hedges, chairman; Earl G. Mercer, 
Geo. W. Harding, James H. Mickey, 
Thos. J. Opie, Arthur C. Sweeny. 

Legislative Committee—C. H. Poin- 
dexter, chairman; Reed G. Hake, Wm. 
B. Henderson. 

Membership Committee —Edw. C. 
Wright, chairman; Edw. G. Mura, A. M. 
Wilson. 

Program Committee—Frank D. Mas- 
den, chairman; Charles R. Mathews, 
Harold G. Sternberg. 





SUPPLEMENT TO EARLY REPORTS OF LIFE INSURANCE COMPANIES 


The following figures from the statements of Life Insurance Companies covering the year 1929, have been compiled from returns 


made direct to THE SPECTATOR 

















Surplus to 
Total Policy- Total InsuRANCE WRITTEN IN 1929 (Par For Basis) Pap INSURANCE IN Force DecemBeErR 31, 1929 
Admitted | holders Total Disburse- : 
Name or CoMPANY Assets |(Including} Income ments i , 
AND LOCATION Jan. 1,1930] Cap. Stk.)| in 1929 in 1929 Ordinary | Industrial Group Total Ordinary Industrial Group Total 
$ 3 $ $ 3 $ 3 $ 3 3 3 3 
American, Denver, Colo..... 2,835,756} 220,000 897, 587 | Ee Seer 6,565,022 pS | AE ee Reker 20,420,525 
Am.Provident , Houston ,Tex. 339, 199 234,816 165, 661 cor A OS es Serer 3,679, 180 A re Seka 6,019,922 
Capital, Denver, Cole: ...... 10,522,657] 1,050,290) 2,619,401].......... a hy | re 3,220,325] 14,379,452) 59,479,082)............. 18,742,000 78,221,032 
Columbia, Cincinnati, O.. 4,017,863} 362,556 984, $42 pi) ey: 8 | Sr See 3,175,867 po | PR error. 23,432,396 
Country, Chicago, Ill. ...... 245, 162 123,185 422,161 314, 926} 19; 586; SOD}... cc ccccsdescccccces 19,535,500 | Sere Serer 19,535,500 
First Texas Prudential, Gal- 
veston, Texas.......... 1,488,568} 334,873 980, 166 720,997] 4,442,498] 15,746,924] 238,025) 20,427,447 9,096,736} 22,509,543 911,860} 32,518,138 
Girard, Philadelphia, Pa.....| 6,595,346) 1,417,338] 1,525,215) 1,157,131] 6,533,994]...........].......... Oe eS A ee Serre 40,287,814 
Grange, Lansing, Mich...... 4,158,371 926,912} 1,074, 283 735,236] 6,008,077]........... 116,600} 6,119,677) 26,628,506 $£141,000} 431,800) 727,343,722 
Great Nor’n, Mil., Wis....... 5,149,026} 503,363) 2,479,467] 2,118,089) 9,562,166]...........].......0-- G.B6R, 166) SG CTE Gain icccccciccsbccscances 36,525,929 


John Hancock Mut. ,Boston, 


Fencbieneeisdeearces 542, 140, 978/39, 687, 401|144, 742, 170/99, 978, 033|279, 379, 341288, 737, 878|50, 947, 400/619, 064, 619] 1,798, 407, 637|1, 322, 242, 932) 186,898,684/3, 307, 549, 253 











Mass 
Linc’, Nat., Fort Wayne Jad. 69,197,942} 6,421,145] 23,295, 973]15,847,856|206,030,207]........... 11,675, 450/217, 705, 657 794,706,212|..........00. 17,753,700} 812,459,912 
Nat'l Old Line, Topeka, 164,059] 126,201 7,31 15 We MMUNOE 5 cccccocs raccccnacs 1,547,000 2,797,320 2,797,320 
Nat’lSavings, Wichita, ans 1,136,240] 235,172 522,503] . 397,675] 3,434, 660]..........c[eccccesece 3,434,669} 15,562,163 15,562, 163 
Peoples, Frankfort, Ind......| 6,838,401] 974,464| 1,782,749] 1,247,191] 8,745,282|...........|..0c.see0- 8,745,282] 48,596,869 49, 004,469 
Peoria, Peoria, Ill........... 19,525,321] 921,591) 6,585,032] 4,383,118] 48,319,948]...........].....eeee- 48,319,948] 190,862,128)... 190,862, 128 
Pyramid, Little Rock, Ark. . 414,710} 106,992 i, ae el SS | el pee 3,108,776] 8,607,925].. 8,607,925 
San Jacinto, Beaumont, Tex.| 2,581,192| 449,755 70,660 400,776) 4,194,881]... ....00cafececsesees 4,134,831] 20,320, 649].. 21,044,899 
Security Life Trust, Winston- 

Salem, WC... 2.553 2,831,105} 579,749] 1,060,356] 738,047] 6,086,519]...........].......64- 6,086,519} 29,543,599 29,543,599 
South ne, aon &, Ala.. 887,278] 321,965) 1,385,902] 1,307,245] 2,263,169] 15,772,060].......... 18, 035, 229 3,849,159 19,710, 162 
State, Indianapolis, Ind... . 48,347, 757| 3,283,199] 8,457,673] 5,962, 524)..........0Jeceeccccces[ececcecess yi tC a) Sa ee 277,855,280 
West Coast, San Fran., Cal..| 18,945,327] 2,263,613] 5,620,444] 3,723,445] 27,798,747|........... 1,128,000] 28,926, 747| 115,483,975]............. 8,864,975] 124,348,950 
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fIncludes Annuities $142,416 


Life Educational 

















OUR NEW HOME 


Policies for all ages 1 to 70. 

Children’s Policies with Benefici- 
ary Insurance. 

Both Participating and Non-Par- 
ticipating. 

Disability and Double Indemnity. 

Surgical and Dismemberment 
Benefits. 

Non-Medical. Standard and Non- 
Standard. 

Sales Planning—Circularization 
Department. 





Available Terri- 
tory in 17 States 
West of the Mis- 
sissippi and in II- 
linois and Florida 














Perseverance and Producer’s 
Clubs. 


Special Monthly Premium Plan. 


Grow with This Progressive Company 


Central States Life 
Insurance Co. 


HOME OFFICE—ST. LOUIS 
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NEW YORK 














BALTIMORE 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 



































The American Automobile 
Insurance Companies 
Render a Specialized Service 


That is the Standard for 


Comparison 








ST. LOUIS 
L. A. Harris, President 


INSURANCE ON AUTOMOBILES EXCLUSIVELY 











American ‘Automobile Insurance Company 
American Automobile Fire Insurance Co. 





SRI ami 





THE BOOK OF THE YEAR ON 
VISUAL SELLING 


THE EYES 
HAVE IT 


IN SELLING 
LIFE INSURANCE 


Compiled by 
Kenilworth H. Mathus 


Five out of every six mental impressions come 
through the eye. This newest sales manual gives 
you clear-cut, graphic methods that make Policy- 
holders out of Prospects. 

This unusual volume presents the cream of the 
country’s most successful graphic and pictorial 
sales demonstrations. 


IT VISUALIZES 
The Need for Life Insurance Business Insurance 
Estates and Life Insurance Educational Insurance 
Programs Retirement Income 
Life Insurance as an Investment Insurance for Young Men 
Income Insurance Insurance for Farmers 


CONTAINS 150 CONVINCING GRAPHIC AND 











PICTORIAL SALES TALKS 
Price, per copy $2.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Big Producer Gives 
Sales Plan 


Theodore M. Riehle Ad- 
dresses Meeting of Phila- 
delphia Life Underwriters 





Close on First Interview 





Stresses Property Value of Life 
Insurance and Urges Full 
Coverage 


PHILADELPHIA, Feb. 17.—While talk- 
ing at the February luncheon meeting 
of the Philadelphia Association of Life 
Underwriters at the Adelphia Hotel on 
“Business Insurance,” Theodore M. 
Riehle, of the Equitable Life of New 
York, remarked that he had been try- 
ing to sell Charles E. Mitchell, chair- 
man of the board of the National City 
Bank for the past two years. 

“T am making no secret of it,” he 
said, “and if any of you men want to 
try to sell him, go to it. And I wish 
you all the luck in the world. For the 
life underwriter who will be the first to 
sell a big line to a nationally or inter- 
nationally known head of a large bank 
will do something: for life insurance the 
like of which has never been known be- 
fore.” 

He went on to tell how Mr. Mitchell 
had sat in, as member of the board, and 
approved of one of his client’s taking 
$1,000,000 business insurance policy. 

“But,” he continued, “I can’t sell Mr. 
Mitchell himself. And yet, before the 
market crash he was worth at least $5,- 
000,000 in advertising alone to the Na- 
tional City Bank.” 

Mr. Riehle’s talk was all in “straight- 
from-the-shoulder language” and made 
a decided impression on the large at- 
tendance. 

He told that his plan was to have a 
man examined first before talking life 
insurance. “I don’t want to get his 
ideas first. I want to do my own selling 
and my own figuring as to what he 
should carry.” 

Along the same trend of operation, 
he advocated the attempting to close on 
the first interview. Then he went on to 
point out that the first interview was 
the strongest; the second, 25 per cent 
weaker; the third, 50 per cent weaker; 
the fourth, 25 per cent still less, and the 
fifth, “we might as well jump out the 
window.” 

He declared that he does not use the 
term premium any more. “It is de- 


posit. Premium is only for term insur- 
ance.” 
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Theodore M. Riehle 


Through a ledger statement, he 
proved that the actual net cost for 
$500,000 business insurance, assuming 
survival and using a ten-year period as 
an illustration, cost $4,700 a year, or 
less than 1 per cent. “And many,” he 
remarked, “pay more for fire insur- 
ance.” 

Mr. Riehle urged his audience not to 
sell policies. “Sell ideas. The. quicker 
we get away from the policy idea, the 
better. The trouble with most agents 
is that they talk in terms of life insur- 
ance instead of the buyer’s interest.” 

He said that his rule was to figure 
out what the prospect needed and then 
issue twice as much. “You can always 
come down, but you can’t go up. Lay 
the policies on his desk and then let 
him come down.” 

He stated that the best salesman 
talks least. ‘The only time I interrupt 
is when a man tells me how much life 





HEART DISEASE AND AIR- 
PLANE CRASHES 


Death claims paid on 44,060 
policyholders of the John Han- 
cock Mutual Life for over $30,- 
000,000 showed that organic 
heart disease was the chief cause 
of death; influenza-pneumonia 
next, with Bright’s disease, tu- 
berculosis, cerebral hemorrhage, 
cancer and accidents in the order 
named. 

Deaths from airplane accidents 
during 1929 were 24 in number, 
and caused losses of $164,226. 
The average insurance carried by 
the John Hancock on victims of 
these airplane accidents was $6,- 
800 per life. One claim was on a 
pilot, the rest being apparently 
on passengers. During the year 
1031 policyholders were killed by 
automobiles. 
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insurance he carries and then I get sore 
as h and tell him ‘You might carry 
automobile insurance but you own your 
life insurance.’ ” 





Opportunities in 
Salesmanship 
“(Concluded from page 21) 


In conclusion, I am reminded of the 
advice of Horace Greeley to young men, 
which was, “Go West.” My advice to 
young men on the threshold of their 
business careers, if they have ambition, 
vision and the determination to succeed, 
is not to “Go West,” but to go into the 
life insurance business. 

One of the most important aids to 
salesmanship is the backing of a friend- 
ly cooperative personnel in the office of 
the general agent or manager. More 
good will is lost in the agency office 
than an army of salesmen would ever 
be able to create unless the office force 
cooperates with the salesman in main- 
taining the good will created by the 
salesman. I cannot think of any more 


important feature of the entire setup. 









Income 
Guaranty Company 
Assets over $250,000.00 
Claims Paid over $1,455,000.00 


Personal income coverage Exclusively 


Line includes “Progressive Dividend,” 
the most attractive yet, and snappiest 
non-cancellable policies on the market. 


A few splendid opportunities 
await District Managers in 
Michigan, Indiana, Illinois, Mis- 
souri, Pennsylvania and Cali- 
fornia territory. 


John G. Malmberg 
President 
Income Building South Bend, Ind. 












Stephen M. Babbit 


President 


HUTCHINSON 
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— For THE PROTECTION 









of Your Assureds————m 



















HE funds reserved by insurance com- 

panies are to pay claims arising under 
their policies and are largely invested in 
securities. Such securities should have two 
outstanding characteristics: 





1--Stability--°° that the re- 


serves set up for 
the protection of policyholders will not 


Cash Capital 








$24,000,000.00 be seriously affected by market fluctu- 
Net Surplus _—— 
$48,325,632.82 
' ; a so that 
Surplus to Policyholders 2--N es otiability wae RE 
$72,325,632.82 can be promptly paid. 
Additional Funds 
Pro rata Unearned Premiums For your own protection and for the pro- 
$4.1,393,575.00 tection of your assureds, you should care- 
fully examine the companies you represent 
Reserved and see how their funds are invested. 


Dividends, Contingencies, etc. 








$15,194,872.25 
The Home Insurance Company main- 
Total Ass ets tains a strong financial position and will 
gladly provide you with a list of all 
$128,9 14,080.07 securities held as of December 31, 1929. 


THE HOME ‘SSUBANCE NEW YORK 


ORGANIZED 1853 coMP WILFRED KURTH, Pres. 


59 Maiden Lane 


hace Strength « Reputation - Service ____ 
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FIRE AND MARINE INSURANCE 








Western Bureau Issues 
Strong Pamphlet 





Former Members Charged 
With Bad Faith by “Con- 
spiratorial Defection” 





“Separation” Scored 





Agents’ Commissions, Rate Re- 
ductions and Foreign Com- 
panies Freely Discussed 


The Western Insurance Bureau does 
not pull its punches in a pamphlet just 
issued entitled “Keeping Faith-Break- 
ing Faith—A Brief History, A Just 
Claim, A Rightful Cause.” The publi- 
cation is an attack against the old 
Western Union and its successor, the 
Western Underwriters’ Association, but 
is directed more particularly against 
those former members of the Western 
Bureau who have affiliated with the 
Western Underwriters’ Association and 
the principle of “Separation” which 
the latter espouses. 

On each left-hand page of the pam- 
phlet there are reproduced advertise- 
ments inserted in various insurance pa- 
pers by the Western Bureau when the 
“Separation” war was raging in 1924. 
A minus sign has been placed before 
the name of each company then signing 
the advertisement but now affiliated 
with the Western Underwriters’ Asso- 
ciation. Companies signing the adver- 
tisement whose affiliations have not 
changed are prefixed with a star. 
There are three of them. 

The pamphlet takes up “Separation,” 
which it terms an un-American doctrine 
that “might makes right” and refers to 
the switch of certain companies from 
the Bureau to the Western Underwrit- 
ers’ Association as a “conspiratorial de- 
fection.” It discusses the conference 
agreement of 1912 and inferentially 
credits its abrogation in 1923 to the in- 
fluence of foreign companies. 

The financial strength of the present 
Bureau companies is put forward as 
evidence of their ability to furnish their 
agents with complete fire and casualty 
facilities; their executives are described 

s “the peers of any.” 

The whole question of agents’ com- 
pensation is gone into from many 
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D. F. Gordon to Manage 
Affairs of N. Y. Board 


At its regular monthly meeting 
which was held last week, the New 
York Board of Fire Underwriters 
elected Daniel F. Gordon executive vice- 
president. This election was for the 
purpose of coordinating the activities 
of various departments of the organi- 
zation and to bring the supervision of 
its affairs under one head. 








angles. In referring to the committee 
of the National Convention of Insur- 
ance Commissioners now investigating 
commission costs, the pamphlet infers 
that the instigator of such an investiga- 
tion is the Eastern Underwriters’ Asso- 
ciation. The pamphlet then goes on to 
argue that the 20 per cent flat commis- 
sion in some sections has enabled agents 
writing the so-called special hazard and 
ordinary business to increase their in- 
come at the expense of agents who “at 
greater expenditure of time and labor 
produce the smaller units of more prof- 
itable business.” 

The pamphlet contains a plea for the 
small agent, an essay on rate reduction 
and a paragraph on hoodwinking insur- 
ance commissioners. It is in strong 
language and makes interesting read- 


ing. 








PUBLIC FIRE PRESIDENT 





Fred A. Rye 


Merchandising Method 
Cut Fire Premiums 





Decreased Value of Store 
Stocks Make Fire Pre- 
miums Scarce 


U. & O. Picks Up 








Leading Philadelphia Agencies 
Report No Ill Effects From 
Stock Market Crash 


PHILADELPHIA, Feb. 24.—A survey of 
leading agencies in Philadelphia finds 
no traces of business depression or fall- 
ing off in premium volume. The stock 
market crash does not appear to have 
had any effect whatsoever on the busi- 
ness. 

The January and early February fig- 
ures are ahead of the same period last 
year. Casualty and life premiums are 
showing a nice increase. Fire premi- 
ums, however, have slumped. But only 
the regular fire business. The fire side- 
lines, which agents seem to be pushing 
stronger than ever this year, are show- 
ing a decided increase in premiums. 

Especially is this so of use and oc- 
cupancy. Philadelphia agents, one 
finds, believe that this line has not been 
pushed as strong as it should and that 
there is a wonderful field open for the 
agent who will go after U. & O. busi- 
ness. 

The slump in fire premiums, one is 
told, is not due to the stock market 
crash but instead to a changing mer- 
chandising method. Where some years 
back manufacturers made goods far in 
advance of orders and stores purchased 
goods far in advance, keeping the mer- 
chandise in warehouses, today manu- 
facturers keep just a trifle ahead of 
the day’s orders while stores buy only 
enough for immediate needs. Ware- 
houses are empty. The resulting de- 
crease in value of stocks is naturally 
reflected in a drop in fire premiums. 


Daly With Illinois Dept. 


CuHIcaGo, Feb. 26.—Appointment of 
Robert E. Daly of the Missouri Insur- 
ance Department to the Illinois Division 
of Insurance has been announced by 
Leo H. Lowe, director of trade and 
commerce. 


Fire Insurance 
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ITS SPIRIT LINGERS 


GONE 18S THE WESTERN FRONTIER———BUT 





Yesterday~John Simpson Smith 
and Wapolla~7oday~DENVER 


John Simpson Smith, trapper and trader, with his 

Sioux wife Wapolla settled on the site of Denver 

in 1857. On October 29, 1858 in a blinding 

snowstorm two men drove with a wagon train 
and opened the first store. Six months later 
Denver citizens were reading the first copies 
of their city’s first newspaper ... the Rocky 
Mountain News! 




























Such were the magical beginnings of Denver, 
today a great administrative, commer- 
cial, financial and industrial center. 
Of like stuff is the story of every 
section west of the Mississippi. 


Magical, too, is the story of the 
growth of the Western Insurance 
Companies. In two brief dec- 
ades these companies have 
grown from a hopeful idea to 
a nationally known insur- 
ance institution of unques- 
tioned financial strength 
offering an advanced 
insurance service to 
agents and assureds. 


Openings in 22 states for 
Fire,Casualty and Auto- 
mobile Representation 


“%e WESTERN 


INSURANCE COMPANIES, 
Wester ire Insurance Company 
Capital and Surplus $1,000 ,000.00 
Western Casualty and Surety Co. 

. Capital and Surplus $1,250,000 ,00 
FORT SCOTT-KANSAS' 


Established 
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FORT SCOTT, KANSAS. 
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New Jersey Underwriters Strongly 
Favor Agency Qualification Law 


Bill Prepared Not Introduced at This Session of Legis- 
lature Because Insurance Commissioner W ould 
Not Support It at This Time 


HE semi-annual meeting of the New Jersey Association of 
Underwriters held last Wednesday at the Stacy-Trent Hotel at 
Trenton attracted a large number of members from all over the 


State. 


meeting was held was crowded to the doors. 


In fact, so many came that the Princeton room where the 


A number of matters 


were discussed, but the one that aroused the most interest was that 
of an agency qualification law which the association hopes will 
eventually become a part of the insurance law of New Jersey. Fred- 
erick Hickman, of Atlantic City, president of the association, pre- 
sided at the session and also at the luncheon. 


Some time ago the association had 
approved the appointment of a commit- 
tee to draw up and present to the 
State legislature an agency qualifica- 
tion bill, which would also treat with 
the limitation of agencies, and it was 
expected that this bill would be pre- 
sented at the present session of the 
legislature. Julius Klein, of Rosenthal 
& Klein, Inc., Newark, was the chair- 
man of this committee. He reported 
that, following a large amount of study 
and a careful investigation of the 
Oregon law on the subject, as well as 
what had been done or was being con- 
sidered in other States, such as New 
York and Pennsylvania, a bill had been 
drawn up. The committee had believed 
that it would have the backing of the 
insurance department of the State in 
connection with the bill, but just a few 
days before the last day for the presen- 
tation of new bills to the legislature, 
information came from the insurance 
department that it would not go along 
with the association in favoring the bill 
at the present session. Mr. Klein said 
that at first the insurance commissioner 
had seemed favorable to the bill, but 
at the last moment objected to it, and 
suggestions were made that the present 
law be amended instead. 

As a result, Mr. Klein said, it was 
decided best not to introduce the bill 
at this time, especially as there was 
not time enough left before the final 
day for the introduction of such a bill 
to change it or to present any amend- 
ments to the present law that would 
meet the situation. It is expected that 
an agency qualification bill will be in- 
troduced at the next session of the 
legislature. When asked from the floor 
what would happen if again the in- 
surance department showed no sym- 
pathy with it, or was prepared to 
oppose it, it was stated that the as- 
sociation would probably go ahead 
with it in spite of that. 
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Later, at the luncheon, Deputy In- 
surance Commissioner C. A. Gough was 
among the speakers and was introduced 
as thus having a chance to defend him- 
self. He asserted that the insurance 
department was not opposed to the 
bill. He said he had given the associ- 
ation’s committee what he thought were 
practical suggestions and he believed 
that it was for the best interests of 
the bill to have its introduction de- 
ferred. 

There could be no question to any- 
one listening to the discussion and the 
questions in connection with this 
matter that the members of the New 
Jersey Association are very much alive 
to the necessity of such a bill and are 
prepared to do everything they can to 
have it become a law. 

Discussing other matters in connec- 
tion with the work of the legislative 
committee it was said that to date the 
New Jersey legislature had _ only 
eighteen bills affecting insurance in- 
troduced, and that none had been an- 
tagonistic. The fact that for the first 
time in many years no bill for State 
insurance and none for reciprocals had 
been introduced was commented upon. 


There was some discussion of plans 
for the financing of insurance premium 
payments and the majority opinion was 
that the association as a body should 
not promote such premium _ financing 
organizations. .Members were urged 
to send back as soon as possible the 
questionnaire sent them from the Na- 
tional Board regarding acquisition 
costs, and there was a general dis- 
cussion on the matter of such costs. 

President Hickman, in discussing the 
question of the agency situation, said 
that because of the changes made in 
the industrial world during the past 
decade by the increasing use of produc- 
tive machinery many men, forced out 
of their occupations because of this, 
had taken up the selling of insurance, 








Major Fred Hickman 


mostly life, and that this great addi- 
tion to the ranks of the agents was 
an added reason why the men accepted 
as agents should have the proper 
qualifications. He likewise spoke of 
the financial conditions of many agen- 
cies which, in some cases, combined 
other forms of business, such as real 
estate, with the insurance business 
with, frequently, anything but satis- 
factory results. He urged the mem- 
bers of the Underwriters Associa- 
tion to keep their insurance busi- 
ness separate from other interests 
and emphasized the need of “God- 
fearing, self-respecting, premium-pay- 
ing agents.” 

Following the luncheon, Frederick 
Bruns, president of the Excelsior Fire 
Insurance Company, Syracuse, and a 
member of the agency firm of Bruns, 
Raleigh and Munns, Inc., of that city, 
spoke on “Office Management.” Mr. 
Bruns said his talk would be in the 
nature of a clinic for the purpose of 
ascertaining who is the most able 
insurance man in New Jersey. He 
went into detail as to the system used 
in his own agency, and showed the 
many forms used to make certain that 
there was no waste of time and that 
the best results possible were obtained. 
He said the average agent worked 
thirty-five hours a week of which six- 
teen hours should be devoted to selling. 
He outlined what “the best insurance 
in New Jersey” should do to win such 
a title. His remarks were loudly ap- 
plauded. 





Trinity Fire Promotion 


A. K. Bodeker was elected assistant 
secretary of the Trinity Fire Insurance 
Company of Dallas at the annual meet- 
ing of the company recently. 


Fire Insurance 
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INSURANCE 
NEWARK, NEWdERSEY 











OMPANY 


INCORPORATED 1921 


(eukie neon ssea at $4,028,528.00 


333,407.03 
738,345.20 
38,955.57 


eae ewe weenie $5,139,235.80 


Oth Annual Statement January 1, 1930 


ASSETS 
Government, State, Municipal and other 
Bonds and Stocks.... 


Case Banks... <<s6s 
Agents’ Balances not: over 90 days...... 


LIABILITIES 

Reserve for Losses in Process of Adjust- 

ment and Unknown Losses........... $ 815,394.15 
Reserve for Unearned Premiums........ 1,783,707.92 
Taxes and other Contingencies.......... 209,520.90 
GCapial os. cantsa cae seueies cnt $1,250,000.00 
SUEDUIS. J. cGiscieticis eile oes 1,080,612.83 
Policyholders’ “Sarplus.....< oc. cceseses 2,330,612.83 


$5,139,235.80 


GENERAL MANAGERS 
TALBOT BIRD & CO. 


EASTERN DEPARTMENT 
51 BEAVER STREET 
NEW YORK 


WESTERN DEPARTMENT 
INSURANCE EXCHANGE BLDG. 
CHICAGO, ILL. 
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WALTER CLUFF’S 
course of study in 
LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 


















Book today. 


back if you 
don’t profit 


EDITION LIMITED ! 


Send for this 


Your money 


by reading it! 


‘“‘We want 2,000 copies.. 


fT WILL BE OUR OFFICIAL TEXTBOOK!” 


O wrote the official of 

a large life insurance 
company after reading 
Walter Cluff’s new book 
on Life Underwriting 
Efficiency, which has just 
come off the press. 

Based upon the experi- 
ences and experiments of 
many years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 
sales manual ever devel- 
oped. 


THE INSURANCE FIELD 
Box 617, Loeulsville, Ky. 


' 
' 
' 
Enclosed is one dollar. Send | 
Cluff’s new book to me. ' 

' 


Name 


eck here if quantity price | 








































WokrKING with its agents in building a 
closely-knit, efficient organization, the United 
States Fidelity and Guaranty Company con- 
tinues an uninterrupted successful growth. 


A fair attitude toward settlement of claims 
is productive of a high regard and good-will 
among both agents and assureds. 


Through the Fidelity and Guaranty Fire Cor- 
poration, you can write fire, automobile, tornado 
and allied lines, in addition to specialty lines. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


BALTIMORE MARYLAND 





ALLIED COMPANY 
FIDELITY AND GUARANTY 





RUSH COUPON——>» a2 [2% FIRE CORPORATION 


See 
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Regional Conference 
Group Formed 





Mid West Organization Is 
Now Functioning in 
Chicago 


Earl E. Fisk Made Chairman 


First Such Body to Adopt Recom- 
mendation of the National 
Association 


CHICAGO,, Feb. 26.—The first of the 
several regional conference groups au- 
thorized and sponsored by the National 
Association of Insurance Agents was 
formed here last week when represen- 
tatives from the state agents’ organiza- 
tions in the Western Underwriters As- 
sociation formed the Mid West Confer- 
ence. All but four of the state agents’ 
associations were represented. 

The conference not only elected Earl 
E. Fisk of Green Bay, Wis., permanent 
chairman, but created a special sub- 
committee or conference group to func- 
tion for the larger body in meeting 
with the company representatives. This 
latter group met with representatives 
of the companies the next day, but no 
announcement was made as to what 
subjects were discussed. 

Other officers elected by the group 
are Frank T. Priest, Wichita, secretary, 
and Robert W. Troxell of Springfield, 
Ill., treasurer. The conference commit- 
tee includes the officers, the member of 
the national executive committee resi- 
dent in this territory, George W. Car- 
ter of Detroit; T. S. Ridge of Kansas 
City, and Perry Flicker of Cleveland. 
Mr. Carter was designated as spokes- 
man for this smaller group. 

The regional conference groups were 
proposed and approved at the last an- 
nual convention of the national associa- 
tion as a substitute for the disrupted 
conference committee which was to 
have functioned under the auspices of 
the National Board of Fire Underwrit- 
ers. The official set-up of the mid- 
western group is expected to serve as 
a model for similar conference groups 
in the other underwriting territories. 











7Etna’s New Orleans Office 


The AXtna Insurance Company has 
announced the inauguration of a ser- 
Vice office at New Orleans, La., for the 
underwriting of inland marine lines. 
The service, effective March 1, is ex- 
tended to all agents of the Atna and 
to those of its subsidiary, the World 
Fire and Marine Insurance Company. 
John J. Brill, A&tna-World special 
agent, will have charge of this work, 
assisted by special agent Harold J. Car- 
son. 
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Conway Calls Meeting to 
Discuss Fire Situation 





Company and Agency Men Are 
Endeavoring to Avert Disrup- 
tion of Local Business 


On Monday, Albert Conway, Super- 
intendent of Insurance of New York, 
called a meeting of company and agency 
representatives for the purpose of hold- 
ing a free discussion of the local fire 
insurance situation, which threatens 
disagreeable developments. The sub- 
jects discussed were rate deviations, ex- 
cess brokerage commissions, division of 
business to inland marine forms and 
the reporting cover forms. 

As this issue of THE SPECTATOR goes 
to press, the following committee is 
meeting: Wilbur R. Crane, of Crum & 
Forster; Herbert Maxson, vice-presi- 
dent Continental Insurance Company; 
William J. Reynolds, president Central 
Fire Agency; Charles S. Rosensweig, 
of Charles S. Rosensweig, Inc., agency, 
and Charles W. Sparks, of Charles W. 
Sparks, Inc., agency. 


Heide of Importers & Ex- 
porters Resigns to Join 
Stock House 

On Feb. 20 the board of directors of 
the Importers and Exporters Insurance 
Company of New York accepted the 
resignation of M. L. Heide as vice-presi- 
dent. Mr. Heide’s decision was brought 
about by his desire to become affiliated 
with a prominent stock exchange firm 
of the city. However he will continue 
on the board of directors and executive 
committee of the company. 

Richard J. Rice, Jr., was elected vice- 
president and secretary and John W. 
Begg, vice-president. William B. Scar- 
borough of Hitt, Tarwell & Co., was 
elected a director of the company as 
was Mr. Begg. 
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Goldby and Gilbertson Join 
Hartford Fire 

The Hartford Fire Insurance Com- 
pany of Hartford has announced the 
appointment of C. L. Goldby and J. S. 
Gilbertson as secretaries in charge of 
ocean marine underwriting and losses, 
respectively. 

Both men began their insurance 
careers in England. 








7 mpire State 


Insurance Company,” 
of Worertown. 1.¥. 


Coinsurance 


Also known as the Re- 
duced Rate; 80 Per 
Cent: Reduced Rate 
Contribution; Re- 
duced Rate Average; 
80 Per Cent Average. 
. . . Now simply ex- 
plained in our booklet, 
“The Reduced Rate 
Clause.” Free for dis- 
tribution to your pros- 
spects and clients. 
Shall we send a copy? 
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THE YORKSHIRE GROUP 


The Yorkshire Insurance Co., Ltd. 
London & Provincial 
Marine & General Insurance Co., Ltd. 
Seaboard Fire & Marine Insurance Co. 


and 
The Yorkshire Indemnity Co. of N.Y. 








“Oil Burner Property Damage 
Insurance—again the Yorkshire 
group presents a policy which is 
new—an added point of contact for 
our agents. Are you interested?” 


| HOW TO WRITE RIGHT? WRITE TO WRIGHTEM! 


WO Wragflon 


Field Correspondent 





HOME OFFICE 
12 Gold Street 
New York, N. Y. 























Fire Insurance 
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When Fire 
Stops the Jingle 
of the 
Cash Register 


—Then the merchant 
appreciates the value 
of Use and Occupancy 
insurance, which pays 
his continuous fixed 
charges, such as sal- 
aries, taxes, interest, 
etc., and also the profits 
which normally would 
have been earned dur- 
ing the period that the 
business is interrupted 


by the fire 





[Al sx any field representative of 
The Travelers Fire Insurance Company 
about the effective sales helps that will be 
a distinct aid to you in furthering the sale 
of Use and Occupancy insurance. 





& 

T H E T R A VELER S 
Tue Travevers Insurance Company Tue Travevers Inpemnity Company 
Tue Travecers Fire —- Company 
HARTFORD | ° CONNECTICUT 


Se AO !!l[l 
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Extracts from Statements of Fire and 
Marine Insurance Companies 


The following excerpts from the statements of fire insurance companies are supplemental 
to those published in previous issues of THE SPECTATOR 


Surplus to 

Name and Location of Company Dec. 31 Assets Policyholders 
American Auto Fire, St. Louis, Mo.......+.+++++ . {as - Sie Het 
American F. & M. Ins. Co., Galveston, Tex......-+-+ ates ettett Retiatt 
Automobile Undrs., Dallas, Tex........20++00ee00 60 aaa teed 
Associated F. & M. Ins. Co., San Francisco, Cal... 1929 1,701,997 1,000,000 
Baltica Ins. Co., Copenhagen, Denmark...*.....-- ee: eT etts ete 
Baltimore Equit. Society of Baltimore, Baltimore, Md, tina retyee yt 109810 
Belt Fire, Los Angeles, Cal.........+.-eeeeeereeee 1929 186,136 182,288 
British General Ins Co., Ltd., London, England.... 338 15 756 TET 150 
Capital Fire of California, Sacramento, Cal........ aaee 1908 308 rE OSE 
Central Fire Ins. Co., Baltimore, Md........-++-++ } ee Was 968 etter 
Carolina Ins. Co., Wilmington, N. C......-.++++++% as ee eth 
Gite Of Mew Money Parse aoe ec na cs cniee mewane aie be ety 3 oo 633 
Commerce Ins. Co., Glens Falls, N. Y.....-.--+00 ee etrietit rettwtst 
Commercial Union Assur. Co., Ltd., London, England § te Estee 6542047 
Commercial Union Fire Ins. Co., New York City.... iets Mette tet 
Detroit F. & M., Detroit, Mich..........-..eseeees f he eSTRty: He Ray 
Eagle Fire Co., New York.......cccescecsccseces j 1839 1 oe eaal tte 
East & West Fire Ins. Co., New Haven, Conn...... i eo Stet eet 
Farmers: Wire, Notks Bas cn iieicccs evivsiecssisie cee | 1938 Hotta ti 1932'861 
Glens Falls Ins. Co., Glens Falls, N. Y........-+++ ; be Hertete TEST 
Great Lakes Ins. Co., Chicago, Ill..............-- : ‘ ee tei oaae Hert 
Guaranty Fire, Providence, R. I.....:...-++eeeeee ‘ ; Heer ete 127¢ 189 
Hanover Fire, New Workie.c6 +. cisicceaiedtnviccsvine oe | 1938 eS atest 
Harmonia Fire, Buffalo, N. Y......eseeccsscceces {1938 errata 80a e 08 
Hartford Fire Ins. Co., Hartford, Conn........--+-+ 1938 eter Harte ti 
Homestead Fire, Baltimore, Md............+++++: 1 1938 rR itety se 
Industrial Fire, Akron, Ohi0...........eseeeceeeee ' — ett 1 Oa eed 
Inter-Ocean Reinsurance, Cedar Rapids, Iowa...... { it oat 108 1393'635 
Law Union & Rock, Ltd., London, England......-.-. ! be reat ett ett 
Lion Assur. Corp., Los Angeles, Cal...........+++. | ee thet pg ty 
The London & Lancashire, Ltd., London, England. . { ooae eet $358'839 
National Auto Ins. Co., Los Angeles, Cal.......... } 1038 etrett A etT 
National F. & M. Ins. Co., Elizabeth, N. J.......... 1 aote Ett tai 
New Brunswick Fire, New Brunswick, N. J........ ; a rete Herts 
New York State Fire, Albany, N. Y..........ee06- {1 1 eee nae 1 oer ise 
New York Undrs. Ins. Co., New York...........-- | 1938 Heth: + 
New Zealand Ins. Co., Auckland, New Zealand.... | 1938 tte: ettett 
Norwich Union Fire, Norwich, England........... {183 ae ae7 Hee 
Orient Ins: Co., Hartford, Cons. :.65-24.6 «oss e ees es | i Ua tee Het 
Palatine Ins. Co., Ltd., London, England.......... {133 tere Ee 
Potomac Ins. Co., Washington, D. C...........++. { 1038 rey eet 
Public Fire Ins. Co., Newark, N. J.....-cccececeee { 1938 Bers rere 
Reliable Fire Ins. Co., Dayton, Ohio...........-+: Ee Noe oer 
Richmond of N. Y., New York..........esseeeee: {ie aos ee1 HE 
Sintemawds Wows, Weeks 3 fs cc 6s. ds hel Ade e's Lee {1929 2,123,188 1,288,034 
Seaboard F. & M., New York.........eeeceeeeeees te 0SC«B geass «60 'geptaie 
Security Ins. Co. of New Haven, Conn............ (a 15 C62 oer oo 
Security Nat’l Fire Ins. Co., Galveston, Tex...... HE ota'eee sa tte 
Skandia Ins. Co., Stockholm, Sweden.............-. { he Herter ate tt 
Transportation Ins. Co. of N. Y., New York....... + aeee He 2,966,634 
_Union Assurance Society, Ltd., London. England... { soos Better; 1 ee eas 
Union Fire, Paris, France..............e.ceeeees } bh Plea aee pe gre 

. . 1929 1,813,751 2 
rere See a ae 
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British Fire Insurance Was 
Below Average in 1929 


Losses Last Year Exceeded 
Those of 1928 by Three Mil- 
lion One Hundred Thou- 
sand Pounds 


For British fire insurance offices, 
1929 can be classed as a well-under- 
the-average year, the second poor year 
in succession. It was certainly a much 
less profitable year than its prede- 
cessor. Fire losses were considerably 
higher in Great Britain than they had 
even been in 1928—as is also reported 
to have been the case in North Amer- 
ica. It is estimated that the total cost 
of fire losses in Great Britain and Ire- 
land during 1929 was £11,784,000, as 
compared with a figure of £8,671,000 
for 1928. Every single month showed 
an increase over the corresponding 
month of 1928 with the exception of 
October—the reason for this latter re- 
sult being that in October, 1928, there 
occurred one individual industrial loss 
that cost £800,000 alone. 

The cause of these exceptionally high 
losses in 1929 can mainly be ascribed to 
the extraordinarily dry weather ex- 
perienced in the first nine months of 
the year, during which time there oc- 
curred many fires at big country 
houses which could not be fought suc- 
cessfully owing to shortage of water. 
It is true that the concluding three 
months of the year brought an abun- 
dance of wet and forced the year’s 
rainfall up to the average figure, but 
they were unable to erase the losses 
caused by their predecessors from the 
fire companies claims’ registers. 

It would seem as if the experience 
of the past two years is likely to result 
in the companies calling a halt in the 
practice of reducing premium rates 
which has been forced on them by the 
severe competition for business that 
has been slowly intensifying since 1919. 
There is now a spirit of caution evi- 
dent all round and an _ inclination 
toward letting business pass rather than 
to accept it at a figure that experience 
has shown to be hardly satisfactory. 
With some of the companies this will 
have resulted in a diminution of premi- 
um incomes at home that will have 
been offset by the greater efforts made 
to obtain fire insurance business 
abroad. 





Virginia F. & M. Promotions 


B. C. Lewis, Jr., secretary of the Vir- 
ginia Fire and Marine Insurance Com- 
pany for the past several years, has 
been elected vice-president of the com- 
pany and will be succeeded in the posi- 
tion of secretary by William Palmer 
Hill. 


Fire Insurance 
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Statement 
as of January 1, 1930 


THE FRANKLIN FIRE INSURANCE COMPANY 


of Philadelphia 





Cash Capital - - 
Net Surplus- - - 








Wilfred Kurth, President (Rigs 
lone SS 


Surplus as regards Policyholders © 
Reserves for unearned Premiums 
Reserves for Miscellaneous Accounts 3,414,962.73 


Total Assets a $22,629,020.93 





TO MEET CLAIMS arising under its policies 
this Company has 


- + « §$ 2,500,000.00 
11,015,245.20 
13,515,245.20 
5,698,813.00 


ad ad ad 





4 3 5) 59 Maiden Lane, New York 

















FIRE RE-INSURANCE 





Treaty and Facultative 





Re-Insurance Corporation 


of America 


60 John Street, New York, N. Y. 
HORACE R. WEMPLE, Presidene 





TOTAL ASSETS $2,154,292.71 





' DIVISION OFFICES 


Western Department Pacific Coast Department 


172 W. Jackson Boulevard 114 Sansome Street 
San Francisce, California 


Chicago. ILlinois 
































SAN FRANCISCO 
RICHMOND 
INDIANAPOLIS 


MINNEAPOLIS 
LOS ANGELES 


Marsh & McLennan 
INSURANCE 


Fire Liability Marine 


164 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Pertland 
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Insurance Conditions In France 
During the Past Year 
Representatives of Parisian Multiple Line Company 


Visiting the United States Plan Reinsurance 
Organization 


André Roux, general secretary of the 
Compagnie d’Assurances Generales, of 
France, has been spending several 
weeks in the United States studying in- 
surance conditions here. Mr. Roux has 
been connected with the Assurances 
Generales for the past eight years. This 
is the first time he has been in America 
but it is probable, he told a representa- 
tive of THE SPECTATOR, he will in the 
future come perhaps each year in the 
interests of his company which writes 
some form of insurance in practically 
every country in the world. 

Mr. Roux speaks English perfectly. 
He was enthusiastic in giving his im- 
pressions of the United States and re- 
gretted that he had to return—he sailed 
last Friday—before he had an oppor- 
tunity to see more of it. He came over 
with Albert Deligne, foreign field man- 
ager of his company. His impressions 
both of our country and of insurance 
conditions here are perhaps best ex- 
pressed in his own words as he talked 
with THE SPECTATOR’S representative. 


First Impressions 


“I shall never forget the view from 
the Ile-de-France of the skyscrapers of 
Manhattan as we crept into the har- 
bour, and a closer acquaintance with 
many of these buildings has convinced 
me they are truly the most wonderful 
structures of their kind in the world. 

“I was particularly impressed with 
the grouping of the insurance com- 
panies in the down town William Street 
district by reason of the large floor 
space in these modern office buildings. 
It very materially assists the visitor 
from abroad unacquainted with the city 
and whilst I must have traveled in 
elevators many times the height of 
Mont Blanc I have been enabled to see 
more people in the time at my disposal 
than I could have done in many of our 
European capitals. 

“T marvel at the immensity and per- 
fection of your insurance organizations. 
It has been my privilege to be received 
by the executives of a number of your 
largest fire, life and casualty companies 
in New York, Hartford and Philadel- 
phia. I treasure very happy recollec- 
tions of the many courtesies extended 
to me by these companies and the ex- 
tremely interesting conversations I en- 
joyed during my few weeks here. 

“During my stay over here I have ob- 
served how well we have been kept in- 
formed by THE SPECTATOR of insur- 
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ance conditions in the United States. 
We consider your paper an authority 
on American insurance business and its 
pages are scanned by our companies 
with interests in this hemisphere. As 
you have asked me to tell you about 
insurance conditions in France I think 
it would not be amiss to give you a few 
sidelights on our general economic sit- 
uation. 


“The post war years have been years 
of difficulty for France. With over 1,- 
500,000 of our promising young men 
killed in action, the whole of our 
Northern and Eastern territories de- 
vastated, and the national debt in- 
creased fifteenfold you can imagine the 
colossal task we had to face to re- 
habilitate our country’s finances. Tax- 
ation was increased to an unheard of 
degree up to an average of 35 per cent 
of the national revenue and our popu- 
lation, rich and poor, had to endure 
economic hardships unparalleled in the 
history of France. If our troubles are 
not yet over the present day situation 
bids well for the future. The franc is 
guaranteed against gyrations by an im- 
posing gold reserve and by foreign 
credits of indisputable security. There 
is no unemployment and our industries 
now completely modernized are op- 
erating under full pressure. 

Fire Insurance Profitable 

“The fire insurance business has been 
profitable in France for the last years, 
the average net underwriting profit 
ranging from 3 to 6 per cent. The year 
1929 although a very poor one in 
Europe generally has been compara- 
tively satisfactory with us and will 
leave a small profit. 

“The premium income has been in- 
creasing steadily from 389 million 
francs in 1919 to 923 million in 1924 
and 1,682 million in 1928. The 1929 
figures are not yet available. In this 
connection it must of course be re- 
called that the value of the franc is 
now one-third of its value in 1919. 


“In casualty we have experienced an 
extraordinary development in the busi- 
ness involved. The premium income of 
the 20 leading companies was 283 mil- 
lion francs in 1919, 1,063 million in 1924 
and 2,079 million in 1928. The ‘As- 
surances Generales Casualty’ lead for 
1929 with a premium income of well 
over 300 million francs. 
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André Roux 


“The results were generally good in 
workmen’s compensation and personal 
accident; burglary and water damage 
were very profitable. Public liability 
and especially automobile business were 
decidedly bad. 


“Life business had been seriously dis- 
turbed by the fluctuations of the franc, 
it is now progressing steadily and the 
idea of life insurance is gaining 
ground throughout the country. The 
new business paid for in 1919 was 776 
million francs. It was 2,733 million in 
1924 and 4,955 million in 1928. In 1929 
these figures will be increased by 20 
per cent aproximately. The new busi- 
ness written by the Assurances Gen- 
erales Vie (Life) amounted in 1929 
to 507 million francs, or, roughly, 10 
per cent of the total new business. Its 
annuity business paid for was over 8 
million francs or, roughly, 30 per cent 
of the total business written in the 
country. 


“My company is a member of the As- 
surances Generales Group established 
in 1819—the oldest and _ strongest 
French group operating in all branches, 
with assets over 60 million dollars. The 
fire company has been working in the 
United States in direct business for the 
last 20 years under the name of the 
General Fire Insurance Company of 
Paris France. 


“As a result of the investigations of 
Mr. Deligne and myself we have de- 
cided to withdraw from direct business 
in the United States and concentrate 
our activities in the reinsurance field. 
Plans are now being perfected, and our 
surplus in this country will be very 
materially increased. I hope shortly to 
make an announcement through these 
columns of the name of the manager 
we have entrusted with our reinsurance 
operations.” 


Fire Insurance 















































A Few Facts for 
: a history of corporate suretyship is that si busi- WwW h Oo 


ness goes ahead all the time, no matter what happens K ¥ i e 


to the country as a whole. In hard times, Judicial lines 
boom; in good times the volume goes up on Fidelity and 
Contract Bonds, and every year, regardless of circum- Them 
stances, Public Official and Depository Bonds increase in 


numbers and amounts. 


In these days of intense competition, it is of vital import- 
ance that the general insurance agent be equipped to meet 
his clients’ needs in every respect. For most people like 
to do business with one agent and it is axiomatic that the 
writing of one line for a customer usually leads to other 
business. Hence, the agent who does not have a surety 
connection is not only overlooking a source of additional 
income, but is making it easier for his better-equipped 
competitors to get away with some of the other lines on 


his books. 


Having specialized in suretyship for over 39 years, the 
FsD is organized to afford its representatives the maxi- 
mum amount of assistance -in cultivating this fertile field. 


FIDELITY This fact, in conjunction with the Company’s unrivalled 


d reputation for the prompt settlement of claims, explains 


D E, Pp Oo & I T why the FaD’s representatives usually are known as THE 
CO MPA N y bond men in their respective communities. 
of 


MARYL AND The Company is always glad to consider applications 


. for agency appointments from well-established insurance 
Baltimore Pe tee 
® agents and correspondence on this subject is invited. 


FIDELITY and SURETY BONDS w« BURGLARY and PLATE GLASS INSURANCE 
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Insurance Securities 
Group Progresses 





Premium Income Increased 
from $15,000,000 to 
$23,000,000 





President Moss Reports 





Slight Decline in Investment 
Securities Due to Stock 
Market Slump in 1929 


Business volume during 1929 was 
the largest in the history of the In- 
surance Securities Group, according to 
the annual report of W. Irving Moss, 
president of the Union Securities Com- 
pany, Inc., which he recently sub- 
mitted to his stockholders. 

The vast scope of the group’s busi- 
ness operations was characterized by 
the addition of four insurance conr- 
panies operating in various fields. 
The companies added were the Detroit 
Life Insurance Company, New York 
Indemnity Company, Union Title and 
Trust Company of Chicago, and the 
Iowa Fire Insurance Company of 
Waterloo, Iowa. 


Combined Premium Income 


These acquisitions materially 
strengthen the structure of the group 
and round out a program of expansion 
begun in 1928 which has brought the 
combined premium income at end of 
1929 to $23,004,076.23, an increase of 
$12,478,002 in two years or 124 per 
cent over 1927. Resources of Insur- 
ance Securities Group now exceed $45,- 
000,000. 

President Moss’ report declared the 
unusual conditions late in the year 1929 
in the stock and bond markets were re- 
sponsible for a decline in the invest- 
ment securities, amounting to $1,365,- 
742.95, of which $367,901.43 applied 
to bond holdings and $997,841.52 to 
stocks. 

“Our investments are sound,” the 
president stated in his report. “The 
income therefrom is not impaired, and 
to such an extent as the markets may 
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ARKANSAS, KANSAS, ILLI- 
NOIS, MISSOURI INDEX 
PLAN 


An index plan for the registra- 
tion of personal injury claims to 
do away with the repetition of 
fraudulent claims in Arkansas, 
Kansas, Missouri and _ Illinois 
south of Springfield, will soon be 
completed, with headquarters in 
St. Louis, Mo. It is being or- 
ganized by The National Bureau 
of Casualty and Surety Under- 
writers, with Herbert L. Har- 
graves of the New York office of 
the bureau in direct charge, un- 
der the supervision of the bu- 
reau’s governing committee. 

All offices in the territory will 
file at the St. Louis headquarters 
a detailed record of all personal 
injury claims made through their 
agents. The St. Louis plan is 
identical to the one operated in 
New York, where it has proven 
a valuable aid to local claim men 
in detecting the repetition of 
fraudulent claims, Mr. Har- 
graves said. 











Bankers Mortgage Insurance Co. 
of Birmingham 
The Bankers Mortgage Insurance 
Company has incorporated in Birming- 
ham, Ala., with J. H. Barker, presi- 
dent; V. P. Parsons, vice-president, 
and Calvin Jones, Jr., secretary. 








recover during the year our invest- 
ments will reflect the enhancement. 

“The book value of the company’s 
stock at Dec. 31, 1929, applying to 
869,194 shares, was $18.53 per share, 
as against $20.20 per share at the be- 
ginning of the year, applying to 673,- 
867 shares then outstanding, or a re- 
duction of $1.67 per share. This re- 
duction is accounted for by the decline 
in the value of the security holdings 
of the group. The net income from 
investments in 1929 of the group com- 
panies amounted to $1,343,502.67. 
Cash dividends paid during the year 
amount to $989,556.75.” 


Aeronautic Group Will 
Furnish Insurance 





Unable to Secure Covers in 
Commercial Carriers, 
Association Says 





Refuted by Underwriters 


—_— 


Three-Year Contract to Cover 
Risks Is Said to Be in Force 
with Carriers 


WASHINGTON, D. C.—Crash insur- 
ance for flying clubs and _ student 
aviators will be furnished by the 
National Aeronautic Association, as a 
result of the inability to secure such 
coverage from commercial insurance 
companies, it was announced by the 
organization last week. 

The companies, it was pointed out by 
officials of the body, have found that 
crashes represent only a small fraction 
of the total number of flights on estab- 
lished air routes, and will write poli- 
cies for transport pilots, planes and 
passengers. In student aviation, how- 
ever, there is a much greater margin 
of hazard, and the companies have re- 
fused to assume such risks. The asso- 
ciation is going into the insurance busi- 
ness, it is explained, in an effort to 
stimulate the formation of flying clubs. 

According to information received in 
New York, members of the N. A. A. 
have been able to get complete crash 
coverage from the United States Avia- 
tion Underwriters, 80 John Street, New 
York City, under a three year contract 
between the N. A. A. and the Aviation 
Underwriters now in force. *Policies 
issued by the U. S. Aviation Under- 
writers under this contract carry no 
restrictions which would in any way 
make the coverage undesirable, as the 
only restrictions are those contained in 
the rules and regulations of the 
N. A. A. itself. 

During the time the contract has been 
in force only three ships owned by mem- 
bers of the N. A. A. have been insured, 
although it was denied that any had 

(Concluded on page 43) 
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The World’s Record Is Being Celebrated! 


During the convention recently The National Life and Accident Insurance Company and its three hun- 
dred and thirty Shield Men, who came from seventeen states in the role of leading record makers for 1929, 
celebrated the establishment of a world’s record in the production of Ordinary Life Insurance in force at 
the close of the first ten years’ experience, with over One Hundred Millions to its credit. 

The National Life and Accident Insurance Company holds premier rank among all companies on In- 
dustrial Health and Accident business in force. It ranks third on Health and Accident premium income, 
fifth on total number of policies in force, and seventh on Industrial Life Insurance in force. 

“We Shield Millions,” The National Life’s slogan, broadcast daily throughout the land, is literally true. 
The company paid last year to policyholders over $21,000.00 each working day. 

These outstanding company achievements are viewed with pride by the officers of The National Life and 
Accident Insurance Company, who are today actively at the head of the organization after twenty-eight 
years of conscientious effort to build an institution which now ranks among the leaders on financial 
strength and service to American families. 





| NATIONAL | 
| LIFE AND 


\ ACCIDENT 
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Thirtieth Annual Financial Statement 
Year Ending December 31, 1929 


ASSETS LIABILITIES 


*BONDS AND STOCKS OWNED....$11,984,707.58 LEGAL RESERVE, LIFE INSUR- 

(Principally Government, State, County ANCE POLICIES ....2--0e0cee + o815,990,976.61 
and Municipal Bonds) (American Experience 344%, Standard 
and Sub-Standard 3% %) 

REAL ene, LV OANS, FIRST | oo. ogg.7g RESERVE, DISABILITY POLICIES. 201,399.22 
(Loans based on 50 per cent or less ssC<‘<‘ié x CONTINGEEN'T’ RESERVE .......... | 2,707,350.98 
of property value) (Mainly to cover increased Disability 

Claims account advancing age of Policy- 
CASH IN BANKS AND OFFICES... 747,501.54 holders) 
($469,009.19 at interest) *RESERVE FOR EPIDEMICS...... 850,000.00 
(To cover excess mortality or disability 
REAL ESTATE OWNED .......2++- 1,037,519.12 by reason of general epidemics) 
(Mainly Home Office Building) GROSS PREMIUMS PAID IN AD- 
= : : WANCE cccccccccccccccccccccces 430,660.39 
**LOANS ON BONDS AND STOCKS.. = 118,625.00 axes ACCRUED, BUT NOT DUE.. 333,786.87 


NET UNPAID AND DEFERRED (Payable in 1930 on 1929 business) 
WEDUNGRINES 5000 cnennsc ose es es 6 16. DUE TO AGENTS ON BONDS, DE- 
seamen POSITS, ETC, ....ccccceccescees 420,445.29 
PORTOR- BORG odcicesinessasacesec 675,487.28 (Mainly a Savings Fund) 
: . POLICY CLAIMS IN PROCESS OF 
INTEREST DUE AND ACCRUED... 391,150.72 PAYMENT AND ADJUSTMENT... 179,210.96 
ALL OTHER ITEMS ...ceecccseves 114,373.83 
LIABILITIES OTHER THAN CAPI- 
TAL AND SURPLUS ........e02- 21,228,204.15 
CAPITAL AND SURPLUS.......... 5,135,266.85 
(Margin of Safety to Policybolders over 
all liabilities) 

TOTAL ASSETS ...cccccccccecces oe $26,363,471.00 TOTAL LIABILITIES ...2ce.e2- -$26,363,471.00 
*The Company owns only one stock—Nashville and Decatur *On account of heavy losses sustained during the Influenza 
Railroad on which there are no bonds. Epidemic early in the year this fund was reduced $150,000. 

The advantage of having such a fund was clearly demon- 
**The only loan on stock collateral is for $3,000.00. strated. 


WE SHIELD MILLIONS 
Cc. A. CRAIG, President 











Comparative Statement—Five Years 
ABBOEE cccccccccccccccccsclOZ0 $ 26,363,471.00 
1924 13,070,123.99 $ 13,293,347.01 


Liabilities ......2e0eeecee +1929 $ 21,228,204.15 
1924 10,200,040.12 $ 11,028,164.03 


Capital and Surplus.......1929 $ 5,135,266.85 
1924 2,870,083.87 $ 2,265,182.98 


Paid Policyholders .......1929 $ 71,215,892.67 
1924 40,141,939.18 8 31,073,953.49 


Total Life Ins. in Force....1929 $310,662,040.00 
1924 $155,397 ,938.00 $155,264,102.00 


Total Claims Paid During 1929 - - - - - - = = © = + = = = = + §$ 6,831,853.12 
Total Claims Paid 30 Years Ending December 31, 1929 - - - - - - - = = 71,215,892.67 
Increase in Life Insurance in Force During 1929 - - - - = = = + + + 38,484,805.00 
Total Life Insurance in Force December 31, 1929 - - - - - - - = - = = 310,622,040.00 


The National Life and Accident Insurance Company, Inc. 
NATIONAL BUILDING—NASHVILLE, TENNESSEE 


Increase 
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Philadelphia to Get Arbi- 
tration Board 





Claim Association Completes 
Plans to End _ Litigation 
Between Companies 


PHILADELPHIA, PA., Feb. 25.—Litiga- 
tion between companies in this territory 
will soon be a thing of the past if the 
plans of the Bureau Claim Association 
of Philadelphia are carried out. 

Organized recently by executives of 
claim departments, the association ap- 
pointed an arbitration committee of 
which W. F. Whittle, manager of the 
claim department of the Maryland Cas- 
ualty Company, Baltimore, is chairman, 
to decide disputes among the companies. 

These claim department executives 
recently met and formed the Claim As- 
sociation to handle the problems of bu- 
reau companies only. In addition to 
the arbitration committee, various 
other committees were appointed, such 
as compensation, liability, burglary, 
bonding, etc. Stewart Brewster, of The 
Travelers, was elected chairman of the 
executive committee. 

The association has jurisdiction over 
the eastern part of Pennsylvania, Dela- 
ware and the southern part of New 
Jersey. The purpose behind the nam- 
ing of the arbitration committee was to 
decide all disputes between the com- 
panies, such as subrogation matters 
where there is dual insurance, ete. 
Claim men aver that heretofore the 
companies have been litigating too 
much between themselves and that the 
committee hopes to do away with all 
litigation and make matters better both 
for the companies and the assured. 





WALTER H. DUFF 


Recently appointed official of Hoey and 

Ellison Agency, New York, who has just 

returned from a business trip to New 
England. 
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All decisions of the committee will be 
final. The arbitration agreement has 
already been drawn up and is now in 
the hands of Herbert L. Hargraves, 
manager of the claim department of 
the National Bureau, for the signature 
of the companies. 

The Philadelphia association will not 
go ahead with its plans until the agree- 
ment is signed by the bureau companies. 
However, the signing is expected to 
take place shortly and the arbitration 


committee hopes to start its work by’ 


March 15 at the latest. 

The Philadelphia arbitration agree- 
ment is modeled along the lines of the 
one which has been in effect in New 
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York for the past year, but is said to 
be much wider in its scope. 

The arbitration committee is com- 
posed of W. F. Whittle; Frank W. Lece, 
of the Globe; J. J. Murray, of the 
Etna; Tom Hall, of the Independence 
Indemnity, and George F. Blewet, of 
the Fidelity and Casualty. 


Alabama Surety Formed 


The Alabama Surety Company of 
Birmingham has been incorporated 
with a capital of $400,000. The offi- 
cers are R. E. Dunham, president; W. 
T'. Mayfield, vice-president, and E. P. 
Rosamond, Jr., secretary. 




















| You don’t have to be hurt in a 
special way to collect maxi- 


| mum benefits under this policy 
ow 


The Graminco AF Accident Policy is unique for several reasons: 


+, The: sxcalieddacbile indemnity clause has been elimi- 








complete protection. 


3. Frequently, a man resumes his duties before he has fully 
recovered from an accident, and continues to receive treatment. 
The Graminco policy provides for the payment of the cost of 


such treatment. 


4- The premium is but $9.00 a year for substantial benefits 


Great American 


Indemnity Company 


New Pork 
Casualty Surety 


Home Office, One Liberty Street 
New York City 








to men in Class A and unemployed women. 


nated, and the difference in the premium has been applied to 
common accidents. This permits the payment of larger bene- 
|| fits where they are most needed. 


2. The policy is sold to housewives and unemployed women. 
It is the first contract sold to unemployed women that provides 








Write us for further information concerning this unusual 
contract. Simply fill out the coupon below, and mail it today. 


Great American Indemnity Co. 
One Liberty Street 
New York City 
I am interested in selling your new 
AE and AF Graminco policies. Please 
send folders 2107-S and 2108-S. 


Please 
Print 
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NEW SHENANDOAH 
POLICIES 






An added source of income to you and a new way 
of instilling ideas of thrift in the men and women 
of tomorrow. 


CHILD’S POLICIES 


They go into full benefit at the age of 5. With 
these new policies, you can offer your clients ab- 
solutely the latest, most modern and complete in- 
surance program for children. 












Write us for information. 







CHARLES E. WARD, Agency Manager 







Shenandoah Life Insurance Company 
ROANOKE, VIRGINIA 


R. H. ANGELL E. LEE TRINKLE W. L. ANDREWS 
President Vice-Pres. Secty.-Treas. 


(Former Governor of Virginia) 




































CASUALTY SURETY 


S ” 
GUARDIA bICASUALTY 


COMPANY 
of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assured’s 
participation in profits. Writing all types 
of the following classes of Insurance and 


Bonds. 

ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 
Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 
MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 
VERMONT OHIO 
RHODE ISLAND CONNECTICUT 
PENNSYLVANIA MISSISSIPPI 
MASSACHUSETTS = LOUISIANA 
DELAWARE ILLINOIS 
MARYLAND VIRGINIA 
NEW JERSEY INDIANA 


































IF NOT—WHY NOT? 


| IF YOU ARE REPRESENT- 

ING A COMPANY THAT 

IS GIVING YOU ALL 

YOU HAVE A RIGHT 

TO EXPEC T—STAY 
WITH IT! 








IF NOT, WHY NOT WRITE TO 


FEDERAL SURETY COMPANY 


“THAT YOUNG COMPANY” 
W. L. TAYLOR 
President 


Home Office, Davenport, Iowa 
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YESTERDAY — TODAY — TOMORROW 


a 
Zz, 


Keeping Abreast of the Times 


THE PROGRESSIVE Agent quickly discards 
yesterday’s methods for today’s, and rides 
abreast of the times with attention fixed on 
the possibilities of tomorrow. 

THIS COMPANY is always anticipating the 
insurance needs of the future and prepares its 
agents to meet them. 

TAKE on Commonwealth’s complete line and 
always keep abreast of the times. 





























Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 











W FREELAND KENDRICK E. W. COOK 
President Vice-Pres. & Gen'l Mer. 











amc se 





THE SPECTATOR 
February 27, 1930 








| 


T? 


NT- 
{AT 
ALL 
HHT 
“AY 


'TO 


wa 














Etna Casualty and Surety 
Executes Large Bond 


H. Douglas Jones, superintendent of 
the Rochester branch office of the Atna 
Casualty and Surety Company, Hart- 
ford, has announced that his office exe- 
cuted on behalf of the Booth-Flynn 
Company of Pittsburgh, Pa., a contract 
bond in the amount of $1,200,000. This 
bond covers the construction of the 
Ridge Road Bridge and approaches 
over the Genesee River, the full amount 
of the construction company’s contract 
with the City of Rochester being $2,- 
494,012. 


Bonds Cover 92 Sheriffs 


BIRMINGHAM, ALA., Feb. 17.—New 
bonds have been written on Jefferson 
County’s 92 deputy sheriffs with Fi- 
delity & Deposit of Maryland at a 50 
per cent saving to the county. This 
company withdrew from the bonds in 
1928 after a number of damage suits 
were filed against the deputies in con- 
nection with shooting cases. 

When the Maryland company refused 
to continue the bonds, the rate was 
increased to $40 per annum for a $2,000 
bond and placed with the United States 
Fidelity and Guaranty. Under the 
new bonds just written by Fidelity & 
Deposit the rate will be $20 per annum. 


Compensation Law Violator 


BALTIMORE, Feb. 25. — John F. 
Schwartz was fined $1,000 in Criminal 
Court on a charge of failing to com- 
pensate an employee for an injury re- 
ceived while working. William Hancock 
said he had injured his eye while work- 
ing in Schwartz’s auto repair shop. The 
State Industrial Accident Commission 
awarded him $1,800, he said, but 
Schwartz refused to pay it. Judge 
Stump suspended the fine and ordered 
Schwartz to pay Hancock $10 a week 
for 180 weeks. 


Globe Indemnity Appoints 


Capt. T. P. Murphy has been ap- 
pointed superintendent of the liability 
and surety department of the Globe In- 
demnity’s New York office to succeed 
Walter H. Duff, recently resigned to be- 
come associated with the Hoey Ellison 
Agency in New York. Captain Murphy 
will be succeeded in the development 
department by George F. Meredith who 
has been with the carrier since 1924. 


Traffic Accidents Decrease 


BALTIMORE — Traffic accidents have 
decreased fifty per cent since Jan. 1, 
as compared with last year, according 
to Walter R. Hough, chairman of the 
courtesy compaign committee of the 
Baltimore Safety Council. 
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W. E. McKell Elected New 
York Casualty Official 





Vice-President of American Sur- 
ety Is Named Executive Vice- 
President of Subsidiary Carrier 


W. E. McKell, vice-president of the 
American Surety Company, New York, 
has been elected executive vice-presi- 
dent of the New York Casualty Com- 
pany. Mr. McKell will continue in his 
official capacity in the American Surety 
of which the New York Casualty is a 
subsidiary. The election of Mr. McKell 
and other officers took place at the an- 
nual meeting of the Board of Directors 
of the Carrier. 

Other elections at the meeting were 
P. E. Pohle, formerly secretary, as sec- 
retary and treasurer of the New York 
Casualty; Harold L. Kelly, formerly 
treasurer, as Comptroller; J. P. Mc- 
Gowan, W. G. Maurer, F. A. Romaine 
and I. C. Clark as assistant secretaries. 
Messrs. Romaine and Clark are both 
also assistant secretaries of the Amer- 
ican Surety Company, which offices they 
will continue to occupy. Other officers 
were re-elected. 


Auto Deaths Increase 


HARTFORD, CONN.—Motor vehicles 
took the lives of approximately 31,000 
persons in this country last year, a 
gain of 11.05 per cent over the fatality 
toll of 27,966 in 1928, according to 
complete figures reported to the Trav- 
elers Insurance Company by thirty- 
seven States and the District of Colum- 
bia. The population of the territory 
included in the reports is in excess of 
95 millions. 

All but eleven of the thirty-seven 
States reported increases, ranging from 
two-tenths of one per cent to more 
than 49 per cent, while in Kentucky 
the fatality toll was the same last year 
as in 1928. The smallest percentage 
increase was in Connecticut, while the 
49.32 per cent gain in New Hampshire 
was the greatest. The only State other 
than Connecticut to show an increase 
of less than one per cent was Virginia. 


Active Reducing Casualties and 
Insurance Costs 


Announcement of an active month in 
its campaign to reduce casualties and 
insurance costs was made Feb. 21 by 
the Committee on Accident Prevention 
of the Building Trades Employers’ As- 
sociation of the City of New York 
through its executive secretary, Wil- 
liam G. Wheeler. The committee was 
represented at the Greater New York 
Safety Conference held at the Penn- 
sylvania Hotel yesterday. 
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Surety Underwriters Group 
Meets in Philadelphia 


PHILADELPHIA, PA., Feb. 18. — A 
frank discussion of general business 
conditions in the surety business in 
Philadelphia comprised the all day 
meeting of the Surety Underwriters’ 
Association of Philadelphia which was 
held last week at the Penn Athletic 
Club. Home office officials of virtually 
all the bureau companies were present. 
Plans for eliminating the conditions 
deemed bad were offered and 
thoroughly discussed. 

Those present at the meeting agreed 
to maintain silence as to what occurred 
during the session until such time as a 
definite decision is made as to the date 
on which to place in operation the plans 
suggested and adopted to eliminate 
existing evils in the surety business in 
Philadelphia. 


Lloyd B. Wilson Elected to Board 
of U.S. F. & G. 


BALTIMORE, Feb. 25.—At a meeting 
of the board of directors of the United 
States Fidelity and Guaranty Company 
last week, Lloyd B. Wilson was elected 
a member of the board of the company. 
Mr. Wilson is president of the Chesa- 
peake and Potomac Telephone Com- 


pany. 


Insures Bridges, Tolls and Toll 
Collectors 


BIRMINGHAM, ALA.—The Alabama 
Bridge Corporation plans to insure fif- 
teen toll bridges and their operation, 
at a cost of approximately $25,000 an- 
nually. The bridges will be insured 
against destruction, suspension of .op- 
eration and for safe passage of ve- 
hicles and passengers. Surety bonds 
will be executed for toll keepers and 
persons responsible for the transfer of 
funds collected at the bridge. 


U. S. F. & G. Appointment 


Garland B. Linthicum has been made 
a special agent of the United States 
Fidelity and Guaranty Company in con- 
nection with the Pittsburgh office. Mr. 
Linthicum has just completed his train- 
ing at the home office of the U. S. F. & 
G. 


Casualty Surety Underwriters 


The twentieth annual convention of 
the International Association of Casu- 
alty and Surety Underwriters will be 
held at The Greenbrier, White Sulphur 
Springs, W. Va., Sept. 30-Oct. 2, in- 
clusive, 1930, it was announced today 
by F. Robertson Jones, secretary of the 
organization. 
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OVER HALF A CENTURY OF INSURANCE SERVICE 





THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK SERVICE 
FIFTY-SEVENTH ANNUAL ISSUE—1929 


This issue of the three volumes of The Insurance Year Book continues the valuable service in the 
form of Monthly Bulletins, which are issued regularly—one in conjunction with the Fire and Marine 
Volume and one in conjunction with the Casualty, Surety and Miscellaneous Volume. These Bulle- 
tins contain summaries of reports of Insurance Departments on companies, company changes, new 
companies projected and other information of value. Special Confidential Reports will also be 


rendered to subscribers by our Research Bureau of Insurance. 


presents 


A COMPLETE REPORTING SERVICE 


The Insurance Year Book therefore 


Financial Statements—Monthly Bulletins—Special Confidential Reports 





SOME OF OUR FIRE, CASUALTY AND 
MISCELLANEOUS INSURANCE PUBLICATIONS 





Fire and Marine Publications Casualty and Miscellaneous Insurance Publications 
Agents’ and Inspectors’ Pocketbook of Fire Protection . 50 Adjusters’ Manual for the Settlement of Accident and 
Agent’s Key to Fire Insurance 3.50 Health Claims, 1926 edition. 6.00 
Appraisers and Adjusters Handbook 5.00 Automobile Insurance 3.75 
Automobile Insurance _ 3.75 Casualty Insurance Laws Taxes and Fees 25.00 
Crane’s Expiration Registers 6.50 up Causes of Disability 10.00 
Down to Brass Tacks 2.85 Claims Arising from Results of Personal Injuries 3.50 
Earthquake Hazards and Insurance 1.50 Cutting the Cost of Auto Insurance in Half 1.00 
Fire Insurance Inspection and Underwriting (Fourth Daily Casualties—an accident leaflet 10 
Edition) 6.50 Defying Fate—an accident leaflet 10 
Fire Insurance Law Chart 00 Handy Chart of Casualty and other Miscellaneous 
Fire Insurance Laws, Taxes and Fees 25.00 Insurance Companies in America 75 
Fire Insurance Policyholders Pocket Index -15 Health and Accident Salesman .50 
Fire Prevention and Protection 4.25 Health and Life Insurance Tables 10.00 
Fire Underwriting Profit and Loss Tables -10 Insurability, Prognosis and Selection 10.00 
Making of the Fire Insurance Rate, The 6.00 Investigators’ and Adjusters’ Hand Book, 1926 edition. 3.50 
McGarrity’s Rapid Premium Calculator 1.00 Manual of Accident and Health Insurance 3.00 
Mutual Fire Insurance Fallacies 10 Pocket Register of Accident Insurance 75 
Operation of 80% Average Clause -06 Practice of Workmen’s Compensation Insurance 4.00 
Quick Pro Rata Premium Table -50 Principles of Surety Underwriting 4.50 
Rapid Calculator 3.00 Selection of Risks by the Casualty Solicitor -50 
Ready Reckoner for Earned and Unearned Premiums 7.50 Selling Accident and Health Insurance 1.00 
Semmann’s Fire Insurance Cancellation Tables 2.00 Social Insurance, by I. M. Rubinow 5.20 
Special Agents’ and Adjusters’ Handbook 2.00 Something is Always Happening—an accident leaflet _.10 
Special Agents’ Electrical Handbook 1.00 Successful Selling of Accident and Health Insurance 1.75 
Stock vs. Mutual Insurance -10 Surety and Casualty Salesmanship 4.00 
Universal Manua! of Fire Insurance Cancellation 3.00 A i nesthaak 7 a . 1.50 
Weakness of Mutual Fire Insurance .10 Standard Accident Table, 
Where Fire Insurance Dividends Come From .10 This May Happen to You +25 
Windstorm and Tornado Insurance 2.50 Underwriting and Investment Profits and Losses -10 


Sole Agents for all works handled by CHARLES & EDWIN LAYTON, of London, England 
Send ten cents for complete Catalogue of Insurance Publications with descriptive circular of 


books listed above. 


WHEN IT IS PUBLISHED BY THE SPECTATOR COMPANY 
IT IS THE STANDARD WORK ON THE SUBJECT 





THE SPECTATOR COMPANY 
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THE SPECTATOR 
February 27, 1930 








: 


EarLy RETURNS OF CASUALTY COMPANIES 


The following figures from the statements of casualty, surety and miscellaneous insurance companies, covering the year 1929, have been 


compiled from returns made direct to THE SPECTATOR 
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Total 
Admitted Net - 
Capital Stock Assets Net Premiums Total Losses Dividends Expenses _ Total 

Name and Location of Company Paid Up Jan. 1, 1930 Surplus Written Income Paid Paid ‘aid Disbursements 
Aero Indemnity Co., New LC. 28. 2 $1,000,000} $2,151,077 $912,229 $265,342 $380, 547 pr | eee $95, 682 $134,990 
American Liability & Surety Co., Cincinnati, Ohio. 500, 1,898,424 986, 926) 573, 064 1,102,089 pO. ee 260,527 393, 155 
Associated Indemnity Corporation, San Fran., Cal. 500,000 3,607,277 1,500, 000 3,309,559 3,492,401 1,467,003 *$177,220/(a) 1,058,533 2,702,757 
Mr. C. C. Austin, Lansing, Mich................ 200, 707, 660 236, 467 333,463 83,945] (b) 164,064 16,000 181,683 372,816 
Auto. Mut. Ins. Co. of Amer., Providence, R. I (c) 250, 000 3,411,868 2,864, 938 732,298 894,783 97,692 434,951 219, 253 751,896 
Brotherhood Accident Co., Boston, Mass........ 100, 476,991 198, 403 501,539 541,008 298,399 , 000 261,415 569,815 
Central Health Co., Lincoln, Nebr............... Assessment 78, 293 58,504 82,915 156,965 5 | eee 25,191 79,562 
Central Surety & Ins. Corp., Kansas City, Mo.... 1,000, 3,982,694 1,151,220 2,274,755 2,495,357 959, 111 60, 000 1,219, 608 2,238,719 
Clergymen’s Coop. Ben. Assn., Lancaster, Pa...... Assessment 336,740 92,617 91, 10,909 Pt | eee 17,242 80, 937 
Columbia Life Insurance Co., Cincinnati, Ohio... . 200,050} 4,017,873 162,506}  (d) 10,830 984,942} (d) 4,539 (d) 6} — (d) 5, 082 714,791 
Commercial Mutual Ins. Co., Cincinnati Ohio....| Mutual 98, 638 45, 692 64, 69, 705 WEES ce eek cass 26,324 80, 439 
Commercial Travelers Mutual Acc. Assn.of Amer., 

LOSS Se CEEAS AE Aa Mutual 2,789, 553 709,745] 4,284,333) 4,367, 609 695,937} 3,794,978 
Connecticut Pl. Glass Ins, Co., Torrington, Conn.. 100, 198, 678 69,599 36, 905 49,738 22,619 42,678 
Detroit Fidelity & Surety Co., Detroit, Mich......} _ 2,000,000} 4,238, 256 501,074] 1,346,459] 1,834,365 1,009,845) = 1, 694,342 
Educators Beneficial Assn., Lancaster, Pa......... Casualty 239,101 202, 605 55, 091 55, 091 50,019 231,812 
Employers Reinsurance Corp., Kansas City, Mo... 1,500, 000 7,417,969 2,250,000} 3,245,313 3,771,479 1,317, 109 3,016,331 
Factory Mut. Liab’y Ins. Co. of Amer., Prov., R.I.| (c) 250,000} 4,532,075 2,098, 683 2,004,909 2,195,032 316,325 1,318,672 
Fraternal Protective Ins. Co., Boston, Mass....... 100, 632, 840 318,441 572,010 602, 235 288, 415 572,507 
Fraternities Health & Acc. Assn., Richmond, Me..| Assessment 39,741 18,853 56, 180 59,332 21,285 63,303 
Franklin Surety Co., New York City............. 750,000] 2,018,970 640,841 756,637| 3,446,499 280,855} 2,447,309 
General Indemnity Co., Rochester, N. Y......... 1,000,000} 1,691, 670 495,592 177,803 276, 171 67,447 131, 938 
Hudson Cas. Ins. Co., Jersey City, N J.......... 705,473| 2,192, 555 302,376] 1,310,029} 1,915,456 655,081) 1, 165, 525 
Indiana Trav. Assur. Co., Indianapolis, Ind....... | E> ala SR teenie) MRE meen ek 5 78, 650 92,584 (e) 52,951 90, 134 
Interst. Bus. Men’s Acc. Assn., Des Moines, Iowa.} Assessment 628, 63 460, 684 1,014,111 1, 047, 188 47 , 367 1,059,751 
Lloyds Casualty Co., New York City........... ‘| 2,000, 5,492,697] 3,715,091] 2,239,441] 4,203,796 1,233,039} 1, 678, 889 
Massachusetts Accident Co, Boston, Mass....... 250,000} — 1,793,289 250,000} 1,101,500 —_1, 189, 400 488, 461 962,613 
Metropolitan Life Insurance Co., New York Cityt.| Mutual 3,010,560,051| 177,441,032} 14,014,907) 14,017,336 3,331,038) 12,942,578 
Motor Indemnity Assn., South Bend, Ind......... (c) 25, 000 372, 645 264, 103 211,290 230, 6,582 156,904 
Mutual Auto Theft Insurance Co., Haileyville, Pa. Mutual 158,909 142,068 33, 682 42,039 4,272 11,311 
National Automobile Ins. Co., Los Angeles, Cal... 250,000 1,573, 682 168, 052 1,706, 168 1,917,173 816,705 1,512,589 
Nat'l Masonic Provident Assn., Mansfield, Ohio. ..| Assessment 866,791 Ree 205, 574 72,229 152,798 
Nat'l Travelers Casealty Co., Des Moines, Iowa...| Assessment 325, 460 229,991 285, 148 304,818 99 80,492 267,095 
New Amsterdam Casualty Co., Baltimore, Md.... 4,500,000} 27,677, 007|(h) 6,718,547] 13,509,668} 15,499,455|  6,726,777| (f) 2,835,000| (¢) 6,286,671) 16, 269,315 
Northwest Casualty Co., Seattle, Wash........... 200, 000 934, 466 129,506 820, 503 850, 016 155,320| aa (i) 87,459 188,212 439, 2 
Norwich Union Indemnity Co., New York City... 500, 000 4,785,585 601,071 3,372, 181 3,692, 223 eae ee 430,019 3,353,473 
Occidental Indemnity Co., San Fran., Calif....... 500,000 1,946, 268 590, 148 1,195,278 1,456, 488 410, 031].....----.- 471,020 881,050 
Ohio Farmers Indemnity Co., Leroy, Ohio........ 200, 000 473,071 417,693 73,492 06,8 i en 27,002 30,375 
Old Line Ins. Co. of Amer., Milwaukee, Wisc. .... 1,000,000] 14,869,091 595,761 184,310 196, 502 i, SRR 100, 487 180, 277 
Peerless Casualty Co., 2 ear 300, 000 605,118 164,318 378,774 511,729 156, 502 26,000 189,925 390, 981 
Peerless Life & Accident Ins. Co., Topeka, Kans... ,000 19, 060) 1,275 35,944 44, 237 Yan 27,121 44,349 
Pennsylvania Indemnity Corp., Phila., Pa........ 300,000 3,300, 822 300, 637 3,047,458 3,464, 468 956,977|  (j) 641,814 1,179,034 2,840,885 
Progressive Assurance Co., Minneapolis, Minn....} Assessment 58,171 46,584 94,515 101,630 po See 49,163 105,114 
Railway Mail Assn., Portsmouth, N.H.......... Assessment 307, 403 | ey 211,413 2 38,074 231,475 
Reliable Automobile Ins. Assn., South Bend, Ind..| Reciprocal 218, 692 46,547 366, 087 366,598 CO 169, 986 320,504 
Reliance Casualty Ins. Co., Newark, N.J......... . 937,291 75,171 226, 276 552, 630) 321,559 400, 000 180,574 902,13 
Retail Lumbermen’s Inter. Insurance Exchange, ie 

Minneapolis, Minn................2.0ceseee Reciprocal] 785,716 551, 684 606, 400 708, 133 190,332 251,887 181,179 623 ,397 
Security Mutual Casualty Co., Chicago, Ill. .:.: utua, 9,312,465} 2,800,000) 2,200,858] 2,643,735} 1,292,781] 1,115,230 200,110} 2,620,937 
Southern Life & Health Ins. Co., Birmingham, Ala. 118,370 887,278 203,594 1,327,037} 1,385,902 531,849 14, 168 761,228) = 1,307,245 
State Farm Mut. Auto Ins. Co., Bloomington, Ill..| Mutual ¢@ 3,874,943 424,108 5,948, 026 6, 048,575 se > ere 2,734,878 4,285,892 
Sun Indemnity Co. of New York, N. Y. City..... 1,000,000} 4,512,681 717,921 2,516,833] 2,811,283)  1,187,985].....-....... 1,140,696) 2,329,129 
— i. a Co. of Sullivan Co., 73,51 

_ Monticello, N. Y......... On, ae 300,000} 1,184,645 48,705 6, 855 ‘it >| aaenp errs 21,647 1519 95, 166 
United Craftman Ins. Co., Springfield, Mass... 149, 000 275,823 25,213 195, 048 212, 693 | renee: 106,576 187, 030 
United States Guarantee Co., New York City 1,000, 6, 702,558 2,500, 73 2,407,512 2,927,770 498, 665 130, 000| (k) 1, 160,294 1,788,959 
United States Mutual Insurance, Chicago, Ill. Mutual 84,018 40,836 980, 136 987,761 oe UL ae 630, 154 988, 532 
United States Underwriters, Jacksonville, Ill.. 200, 000 401,032 24,583 311, 160 329, 433 A | SEES 212,655 310, 203 
Washington Casualty Ins. Co., Newark, N.J..... 150, 000 359, 539 127,926 80, 682 155, 423 | (1) 32,300 49, 933 
Washington Title Insurance Co., Seattle, Wash. .. 1,350, 000 2,205, 269 631, 041 381,681 1,690, 670 11,191] (m) 675,000 436,755 1,491,918 
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*To policyholders. 
(1) Includes commissions of $9,607.89. 


(f) Includes cash, $885,000; stock, $1,500,000. 
(h) Includes voluntary reserve for contingencies. 


The Prudential Casualty & Surety 
Company of St. Louis, Mo., is taking 
final steps this week toward taking over 
the business of the Income Protective 
Association of Tulsa, Okla., and the 
Business Men’s Protective Association 
of Lincoln, Neb., and by Feb. 22 the 
home office equipment, etc., of both will 
be brought to St. Louis. 


Aeronautic Association to 


Furnish Insurance 

(Concluded from page 37) 
ever been refused coverage. In view 
of this, the news contained in the fore- 
going dispatch from Washington, D. C., 
came as a complete surprise to officials 
of the U. S. Aviation Underwriters, 
who declared yesterday that they 
thought it unlikely that the N. A. A. 
would take any steps to make new in- 
surance arrangements. 
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e (a) Includes loss on Sale Bonds and Real Estate Expenses and Taxes. 
(e) Includes Reinsurance $15,767 and Borrowed Money Repaid $7, 000 

: (m) Includes stock $600,000. 
{Premiums and losses are for the accident and health branch only; capital assets and surplus include the life branch. 


(j) Includes $623,814 to policyholders. 





(g) Underwriting. 
(i) Includes $63,459 to policyholders. 


Pacific Indemnity Dividend 

Directors of the Pacific Indemnity 
Co., Los Angeles, Cal., have declared an 
initial quarterly dividend of 35c. per 
share on the new $10 par value stock, 
payable April 1 to stockholders of rec- 
ord March 15. The new rate is equiva- 
lent to $7 a share annually on the old 
$50 par stock, which paid $6 for the 
year before the five-for-one split was 
made. 

Vice-President and General Manager 
M. R. Johnson and Asa Call were added 
to the board of directors and all other 
members were renamed. 


Fidelity & Deposit Promotion 

BALTIMORE, Feb. 25. — Donald L. 
Buckler, a former special agent of the 
Buffalo branch office of the Fidelity and 
Deposit Company, has been promoted 
to the position of assistant manager of 
the branch. 


(c) Guarantee Fund. 
(k) Includes adjustments in Bk. Val. of securities. 


(d) Health and Accident only. 


New York Casualty Elects 
R. R. Brown Director 


R. R. Brown, president of the Amer- 
ican Surety Company, has been elected 
a director of the New York Casualty 
Company, a subsidiary of the American 
Surety. Retiring directors of the class 
expiring this year were reelected as fol- 
lows: Harvey L. Jones, J. Frank 
Clancy, William H. Whiting, Edward 
Ashforth and William G. VerPlanck. 


“Your Compensation” Insurance 

The New York State Insurance Fund 
has published a booklet entitled “Your 
Compensation Insurance” that explains 
in non-technical terms the features of 
workmen’s compensation insurance 
essential for employers to know. Copies 
may be obtained upon request at the 
State Fund home office, No. 432 Fourth 
Avenue. 
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Taking Down O ; 
The Detour Sign R } L 
8 | 
Life insurance is taking down the detour signs, both 
of the individual salesman and the Agency Manager. 
Through modern education in salesmanship, the fre- 
quently impassable road to early success for the new 


Agent becomes a straight and safe highway, avoiding 
the long detour which used to be necessary for gaining 


experience. Now he goes straight to satisfactory income- 
earning. 

Through enlightenment as to the sound financial basis 
of organization success, and scientific recruiting, training 


and supervising, the Manager’s hitherto frequently im- 

passable road to 7 a ga a safe and ae —_ 

way, and he avoids the perilous detour, with its bogs, 

and boulders, and ruts. INSURANCE COMP ANY 
Life insurance is swinging into line with other great 

businesses in the adoption of efficient methods of man- 

agement and distribution. 








Des Moines, Iowa 





Paid to Policyholders..... $31,000,000.00 


Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 








WM. A. LAW, President | 


Insurance in Force, Over.. $146,507,221.00 


The Penn Mutual Life Insurance Company 


Independence Square Philadelphia Founded 1847 
































































The Home Life Insurance Company of America 


AXA G[[ 
COMPANY OF 00-OP ERA 
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Incorporated 1899 _ te SE AMA MMA 
WK SS STITT 
PROTECTS THE ENTIRE FAMILY Moin sss : Say WX \ 
This Company issues - modern ferms of policy contracts from BIRTH NS \N 


te 60 years next birthday 

INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 

date of issue and are up-te-date in every respect. 

ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
AND PERMANENT DISABILITY CLAUSES and DOUBLE 


Va 


PAS S aA’S 
N SASS Hold More Business 
SAREE) The ‘‘Company of Co-operation’ goes into the 
NEAN field with its representatives. It provides modern 
policies, fitted to conditions. It furnishes per- | 
sonal field helps, proven sales plans, profitable 




























TOTA N NYA ay selling hel t h ffi vi 
INOEHMITY” FEATURES, and Gro queraniond by Site Bidoreenent COE) 1 oP tliat ate iy 
ome e policy ngs peace o \ RRR \ and keeps them informed upon the value of the 
mind to the man who loves his family. IRMRB™DKUWV protection you have furnished | them., Co-opera- 
Basil S. Walsh, President P. J. Cunningham, Vice-President CRRA Meat ae tt Se La ie Ee 
Joseph L. Durkin, Secretary J J. Gallagher, Treasurer WSs \ a 2 oe i 






o 
Dr. E. Bryan Kyle, Medical Director Be a “Co-operator” and Prosper 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 
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THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 
Organized October 1, 1892 


WOMEN DEPUTIES WANTED 


Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 








EXPANSION 
This is the keyword 
in the program of development 
of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to throw 
in their lot with a strong growing company, will find 
that 








For further information write to 


THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 
“Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


“Honestly, It’s the Best Policy.” 


ATLANTIC 

















FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Maryland ! ! 


General Agency positions open at 
CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 






HAGERSTOWN 


Baltica Insurance Co., Ltd. 





Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 


Denmark 








| Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
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Philadelphia Crime 
Situation 


Figures which indicated that the 
criminal situation in Philadelphia was 
“worse than Chicago,” contained in a 
news dispatch from that city and 
printed in the last issue of THE SPEC- 
TATOR, refer to cases where arrests 
were made in 1926. The figures were 
compiled as a result of a study made 
by the Pennsylvania Crime Commission 
in 1928, and were quoted only two 
weeks ago in an address by Daniel R. 
Goodwin, secretary of the Philadelphia 
Criminal Justice Association. 

The following study of 225 cases 
where arrests were made during the 
past three months, and which cases 
have been disposed of, clearly shows the 
present crime situation in the Quaker 
City. The study was submitted by 
Thomas A. Meryweather, special agent 
of the Criminal Justice Association. 

These 225 cases, all of them felonies 
and crimes, show that only about one- 
third of them were discharged by the 
magistrates. This accounts for seventy- 
nine. Fifteen were transferred to other 
jurisdictions; one was discharged by 
the coroner. In other words, less than 
one-half of these cases were disposed 
of before they reached court. In for- 
mer years this number was larger. 

Of the 130 cases that went to trial, 
108 were found guilty, or pleaded guilty 
—ninety-two receiving prison sentences 
and sixteen placed on probation. Twen- 
ty-one were found not guilty and only 
one was nolle prossed. If certainty of 
punishment will deter crime, these fig- 
ures are most helpful. 

Considering the average number of 
days spent in disposing of these cases, 
it was found that those cases dis- 
charged by the magistrates took on an 
average of three days, as in more than 
half the cases a further hearing was 
held. In the ninety-two cases where 
the defendant was imprisoned, sentence 





Able and conscientious agents 
whose aim is to build a last- 
ing business appreciate the cus- 
tomer-satisfying service of the 


MASSACHUSETTS 
BONDING and INSURANCE 
| COMPANY 


T. J. FALVEY, President 








SURPLUS TO POLICYHOLDERS 
OVER TEN MILLION DOLLARS 








Fidelity and Surety Bonds 


and Casualty Insurance 
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was imposed seventeen days after the 
arrest. Those placed on probation by 
the court were released fourteen days 
after their arrest, and those found not 
guilty were at liberty thirteen days af- 
ter the police took them into custody. 
The one case that was nolle prossed 
was disposed of eighty-eight days after 
arrest. 

There was no case which came to the 
attention of the Philadelphia Criminal 
Justice Association during the month of 
January, 1930, in which a magistrate 
failed to return the transcript within 
the required time. 

The efficiency of the detective bureau 
is seen from the fact that during the 
past year they obtained 100 per cent 
convictions in the 210 important cases 
where they made the arrest and inves- 
tigation. 


AS 





All these facts lead to the conclusion 
that the prosecution of the criminal in 
Philadelphia today is much more sure 
and swift than has been the case in the 
past. 

In a recent study in Baltimore and 
Washington it was found that in Bal- 
timore 61 per cent of the major crimes 
resulted in convictions, whereas in 
Washington 31.5 per cent. Philadel- 
phia shows 41 per cent. 


Frank J. O’Neill Speaks 
The growth of casualty insurance 
was the topic of an address delivered 
before the last meeting of the Syracuse 
Underwriters Association by Frank J. 
ONeill, president of the Royal In- 
demnity Company, New York. 














Kansas City, Missouri 
Dennis Hupson, President 
As Certified to the Missouri Insurance Department 
As of December 31, 1929 
ADMITTED ASSETS 
Mortgage Loans on Real Estate, First Liens...............s0000 $ 912,820.65 
Bonds, Market Value 
EE Re MOORING. in. ooo ce cin pv acecddvccebaboncenens $ 101,051.00 
State, County: and Municipal... ..cccscucecnevaces 1,862,200.00 
RE oe 2 ied hake gt wkcakatddasenenekenads 261,200.00 
Publie Utilities and Industrial. «.......ccisecccasces 39,410.00 
————— 2, 263, 8611.00 
Premiums in Course of Collection (under 90 days)............... 442,872.59 
Cash im GCGRCe AEE BOMNGss oi si csiciccuvicecuteccasnwteeadeneeweus 295,845.25 
PEC TRAGEORE Gt TIVORGIROUORS 6. ic coh tivndcncsnuscadhadasedueues 51,544.71 
Other AGMNteR BOGGS 6655.6 hecd cdckccceccedautccasenkhccacece tues 15,749.87 
WOE Ss hteedetancadevcasccveskayvesewnwtdneeeaestn eee $3,982,694.07 
LIABILITIES 
Reserve for Unearned Premiums, Pro Rata Basis................ $ 971,253.52 
Reserve for Liability and Compensation Losses, ¢ 
Schataia Si” -CRtatWGaee) 6 oc ccvsdicccececetagewendes $492,713.20 
Reserve for Losses (other than Schedule ‘‘P’’)........ 97,278.80 
Reserve for Investigation of LosseS ..........eceecees 10,808.76 
—————-_ 600, 800.76 
Reserve for Commissiong, not yet. GUe .ccccciccécccwecccsvnewcoece 122,574.93 
Reserve for Taxes and Other Items Payable.............ccccecees 66,702.56 
Reserve for Contingencies and Purchase of Agency Plant....... 60,000.00 
RESGEVG TOG TRACE isiaoc ccccntesleccvecdiascbhineeawidéawends 10,141.82 
TOME SOOO cnc a.dcucendude seeded ablegesiadeuoledd aatetameaiad $1,831,473.59 
COMIN 6.2656 SeiweCinssisedctetedecndscuaeaaeuenee $1,000,000.00 
I 5. os See Veins Silendc o Crccshoskeancandeeeuaees 1,151,220.48 1 
Sistas 16 POUCGNOMS 6 oi aio k ccwcwcscccvscdedasasweseeeee $2,151,220.48 
WME ec cick cacccconcct cecsedeceeecdtsscaddpeehdwaneaneusanone $3,982,694.07 
Cain. fie AGIGI OR “ABNER oc once send cizcdcdetaddacnes meee $300,186.38 
GOGO IR. TABGEVOG ric ccecccandsendiidcuccudsdckenseueseeaueeas sud 291,962.41 
ERGLCRES Sh BOOT oo kk dsc. bees vetewcccdvds ad tedtnnaenaatasbeneans 8,223.97 
Net Premiums Written before Reinsurance...........ceecccseceee $2,423,730.90 
Net Premiums Written after Reinsurance..........cceccccccceces 2,274,754.86 
Gain in Net Premiums Written over 1928..........ccccccccccccces 391,614.02 











CASUALTY INSURANCE AND SURETY BONDS 
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Prominent Agents and Brokers 









LEON IRWIN & CO., Inc., New Orleans, La. 


‘Representing 
Fidelity Phenix United States National Fire of 
Fire of New Fire of 


ve New Hartford 
Automobile of National Liberty ae 
of New York . 
Standard of New State of Penn. Indemnity Com- 
a Stuyvesant of pany of Amer- 
onal ow ca 
NPittsburgh = BROKERS’ LINES SOLICITED 











Actuarial 











Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Calculations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 


|| MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 











WOODWARD, FONDILLER and 
RYAN 
CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 


Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 Ne. LA SALLE ST. Telephone State 7298 
CHICAGO 


JAMES H. WASHBURN, F. A. I. A. 


Censulting Actuary 

LIFE INSURAN » Intermediate, 

Greup, Industrial and Special Classes 

WORKMEN’S COMPENSATION 
Expert Advice en Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

420 LEXINGTON AVE. NEW YORK CITY 





Reom 101 Memorial Bldg., Nashville, Tenn. 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 


SAMUEL BARNETT 
CONSULTING ACTUARY 








INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 























ERSTON L. MARSHALL 


CONSULTING ACTUARY 


919 Hubbell Building 
DES MOINES, IOWA 




















T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg. Oklahoma City, Okla. 


















FRANK M. SPEAKMAN | 


Consulting Actuary 
Associates 
Fred E. Swartz, O. P. A. 
W. L. Clayton 
E. P. Higgins 
THE BOURSE 


























L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute ef Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Seciety of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 











PHILADELPHIA 














Greatest Selling 
Plan Known 


All About it for the Asking 
Write 


The Spectator Company 
243 West 39th Street 
New York 








NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “hopeless” 
cases for large amounts. Agents at- 
test its usefulness. It helps sell big 
policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of mod- 
erate means, as well as men of 
wealth. 


A difficult prospect, after reading 


THE COST OF DYING 


said: ‘‘No agent on earth could sell me life 
insurance, but I am going to buy a policy 
just the same’’; and he signed up for 
$75,000. 


USE IT AND PROSPER! 





PRICES: 
eT Tee $ .25 
We COG esis. cccctcsecies 8.50 
1 Ae) | Wereraqidibuiw anasto 15.00 
500 Se = up lbg 0 eine avekd idiavetalak 60.00 
1,000 i seteere aie diere haan 100.00 
5,000 ee  )-eiecane aig ace alazarasane 400.00 
10,000 e  ) quaial es aiudaw ous 780.00 

Orders for single copies must be 
prepaid. 


Please remtt by money order or bank draft 
on New York, to avoid ewchange charges. 


The Spectator Company 
CHICAGO NEW YORK 




















ALEXANDER C. GOOD 
Consulting Actuary 


807 Paul Brown Bldg. 
St. Louis, Mo. 
and 800 Securities Bidg., Kansas City. Mo. 























The Second Supplement to | 

The Handy Guide, 1929 

The second supplement to The Handy 
Guide to Premium Rates, Applications 
and Policies, 1929 edition, has been 
issued by The Spectator Company. This 
supplement contains néw policy forms 
and premium rates of several companies, 


thus bringing The Handy Guide fully 
up to date. 


Copies of this supplement will be sup- 
plied to those subscribers to The Handy 
Guide whose names appear on The Spec- 
tator Company’s books, at 35 cents each, 
while the price to non-subscribers will 
50 cents. The three supplements to the | 
1929 edition of The Handy Guide will be 
furnished to subscribers to that book for 


$1.00. 
Orders should be addressed to 
THE SPECTATOR COMPANY 


INSURANCR EXCUANGE 


243 West 39TH STREET 
NEW YORK 
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Albany Legislation 





























ALBANY, Feb, 26. — The first joint 
hearing of Senate and House insurance 
committees this week is expected to re- 
sult in a favorable report on several of 
the many measures now before those 
committees. Thus far, no legislation on 
this subject has come before either 
House on a favorable committee re- 
port. 

Departmental bills, just introduced 
by Senator Leon F. Wheatley, of Steu- 
ben County, are: 

Adding new section 66-a, insurance 
law, providing for the dissolution of 
domestic insurance corporation, for 
non-user. 

Amending subdivision 4-a, section 70, 
insurance law, by striking out the pro- 
vision that a corporation, organized to 
indemnify merchants against loss for 
extending credit, shall have all the 
powers conferred by section 178. 

Amending section 20, stock corpora- 
tion law, by specifying that the pro- 
vision for voting trust agreements shall 
not apply to insurance corporations. 

Other bills just presented in the two 
legislative branches are: - 

Senator Leon F. Wheatley of Steuben 
County, amending subdivision I, section 
63, insurance law, by providing for the 
liquidation of delinquent insurance cor- 
porations, not organizing nor com- 
mencing the transaction of business, or 
undertaking corporate duties, within 
one year from the date of incorporation. 

Senator Leigh G. Kirkland, Chautau- 
qua County, providing for a commission 
to investigate the operation of a sys- 
tem of land title registrations. 

Assemblyman R. Foster Piper, Erie 
County, adding new section 1916, penal 
law, so as to require owners and in- 
surance agents and brokers to make de- 
tailed reports, on demand of a fire de- 
partment chief, of the amount of fire 
insurance on real or personal property, 
or both. 

Senator Samuel S. Hofstadter, Man- 
hattan, and Assemblyman Abbot L. 
Moffat, Manhattan, amending section 
271-a, banking law, by allowing savings 
banks to purchase life insurance for all 
their employees, instead of for only ac- 
tive employees, on any group or whole- 
sale plan, instead of a group plan, and 
making other changes. 

Assemblyman James T. Foody, Steu- 
ben County, adding new section 460-a, 
civil practice act, providing that in per- 
sonal injury and death cases, or in the 
event of damage to property caused by 
negligence, contributory negligence of 
the owner or of the person having con- 
trol of the car shall not bar a recovery, 
but the jury shall diminish damages 
proportionately. 
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HEADS PUBLIC INDEMNITY 





ANDREW L. JOHNSTON 


As reported in Tue Specrator last week, 

Mr. Johnston, vice-president of the Public 

Indemnity since its organization, has suc- 

ceeded J. T. Dargen, Jr., as president of 
the carrier. 


7Etna Casualty Training School 
Opens 


A casualty Training School for field 
men opened at the Home Office of the 
A®tna Life Insurance Company and Af- 
filiated Companies in Hartford today. 
Over a score of individuals recruited 
from eighteen different States will be 
in attendance at this school which will 
continue for a period of about fourteen 
weeks. 

The school is conducted for the pur- 
pose of training men for field positions 
in the 4tna organization. The course 
is of an intensive character and the 
work of the instructor is supplemented 
by lectures by the heads of various 
underwriting and production depart- 
ments of the company. Upon com- 
pletion of their work in the school the 
men will be assigned to various offices 
of the Atna throughout the country. 
The school is under the general super- 
vision of Vice-President W. L. Mooney 
who is in charge of the production of 
Casualty and Surety business for the 
ZEtna Life and Affiliated Companies. 





Wins Double Indemnity 


BIRMINGHAM, ALA., Feb. 24.—Death 
caused by the extraction of a tooth has 
been held accidental and violent by a 
jury in United States District Court 
here with the result that the Equitable 
Life will be required to pay double in- 
demnity on a $5,000 policy to Mrs. Lucy 
Waldrop Golson. Testimony was in- 
troduced to show that Mrs. Golson’s 
husband died from pneumonia caused 
indirectly by the loss of a tooth. 








1930 


1880 
Golden Jubilee 


of the World’s Pioneer 
in Liability Insurance 


Fifty years ago, not only were there no 
automobiles, no radios, no movies...... 
there was no liability insurance. A need 
for such insurance was brought to the at- 
tention of thinking men when the British 
Parliament passed the famous Employers’ 
Liability Act. Shortly after this act was 
passed, The Employers’ Liability Assur- 
ance ‘Corporation, Ltd., was founded, 
thereby laying the cornerstone for the 
massive structure of liability insurance. 


Today, The Employers’ Liability Assurance 
Corporation, Ltd., together with its afhili- 
ated companies, the American Employers’ 
Insurance Company and The Employers’ 
Fire Insurance Company, writes, in the 
United States, practically every kind of 
insurance except life, including fidelity 
and surety bonds. Today’s records show 
that during the past fifty years The Em- 
ployers’ Liability nas paid out millions of 
dollars to satisfy claims of/or against its 
assureds. Its hundreds of thousands of 
policyholders, its thousands of agents, 
have come to know the true meaning of 


“THE SERVICE THAT SATISFIES.” 





Practically every kind of Insurance except 
Life Insurance, inclading Fidelity and 
Surety Bonds. 


Boston, Mass. 


110 Milk Street 


The Employers’ Liability As- 
surance Corporation, Ltd. 


The Employers’ 
Fire Insurance Company 


American Employers’ 
Insurance Company 
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*Current annual dividend rate. 


Miscellaneous Insurance 


(f) High and low for year. 
(b) Present capital, balance of items pertains to figures as of December 31, 1928. 


tUnless otherwise noted from Dee. 1 to cate 
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Income and Disbursement 


Items 
(Concluded from page 3) 


plied to purchase paid-up additions and 
annuities” among “New Premiums.” 

If the above suggested additional 
lines be added to the premium income 
items, it would, of course, be desirable 
to show separately among the disburse- 
ments, the commissions paid on single 
premium policies and those on group 
insurances, according to first year and 
renewal. There would be no need of 
showing separately the commissions on 
term insurances, even though the pre- 
miums therefor be shown separately. 
It would also be desirable to add a line 
or two in the first part of the exhibit 
of policies (page 6) to provide for 
showing such single premium and short 
term policies and amounts “Issued dur- 
ing the year.” 


Miscellaneous Expense and Disburse- 
ment Items: 

Many companies enter in Disburse- 
ment Item 27, “Rent,” rents paid on ac- 
count of branch offices or general 
agents, and others do not, but include 
them in branch office expense, Item 24. 
It would seem that if the branch office 
expense item is to mean anything, it 
should include all branch office expense, 
including rent of such offices. Their 
inclusion in the separate “Rent” Item 
No. 27 is of no value; and, if the pur- 
pose of having a separate Rent item 
is to aid in observing the degree of 
economy or lack of economy in manage- 
ment, their inclusion tends to defeat 
that purpose, because there might be 
some value in seeing the relation of the 
‘sums paid for home office rent (and pos- 
sibly the rent of such branches as are 
authorized to issue policies and pay 
claims on their own responsibilities) to 
home office salaries and other items of 
expense. 

Under “Other Disbursements” (Dis- 
bursement Items 39 to 43) there are 
generally entered all classes of mis- 
cellaneous expense, together with other 
disbursements, some of which are 
merely in the nature of offsets to in- 
come, such as return of “deposits on 
premiums,” or of other bookkeeping 
adjustments. It would be better were 
all expense items to be brought together 
‘by inserting some ‘plank lines after 
Item 30, to take care of miscellaneous 
expenses, and reserving some blank 
lines in the present position of lines 39 
to 48 for miscellaneous disbursements 
which are not expenses and not other- 
wise provided for. 

Gain and Loss Exhibit: 

In view of the struggle which took 
place when the present form of gain 
and loss exhibit was adopted a few 
years back, it is with considerable hes- 
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itancy that I make any remarks in the 
nature of suggested changes. Never- 
theless, there is one particular feature 
about the gain and loss exhibit which 
should at least be understood, even if 
no change be made. That is, apart 
from Item 27 on Page 8 of the gain and 
loss exhibit with the caption reading, 
“Dividends Declared to Stockholders,” 
no distinction is made between mutual 
life insurance companies and stock life 
insurance companies, though the 
natures of the two classes of organiza- 
tion are quite different. 

Even though I lay myself open to 
the charge of stating the obvious, I will 
say that the particular difference be- 
tween a stock life insurance company 
and a mutual life insurance company is 
that in the former, funds belonging to 
the stockholders are employed in the 
operations, in addition to funds accu- 
mulated from premiums paid by the 
policyholders, whereas a strictly mutual 
company has only policyholders’ funds 
for its operations. Nevertheless, in the 
gain and loss exhibit section headed, 
“Interest,” the amount of “Interest Re- 
quired to Maintain Reserves” is de- 
ducted from total interest earnings 
(after deducting interest earned on so- 
called disability and accidental death 
benefit funds) including the interest, 
etc., produced by the investment of the 
capital and other. stockholders funds, 
and the balance is called gain or loss 
from interest, whereas, in a stock com- 
pany much of that interest earning has 
no connection with “interest required 
to maintain reserves.” The form would 
be more informative were interest, etc., 
earned on capital and other stock- 
holders funds eliminated from this sec- 
tion, and shown separately, so that it 














Chicago 








The Insurance Business Must Go On 


EGARDLESS of what may happen to individual 
companies, the insurance business must go on. Like- 
wise it must continue to grow. This is because its con- 
tinuance on a sound basis is of such tremendous impor- 


J tance to every single person in the country. 
The portfolio of Insuranshares Corporation of Delaware, 
p an investment company specializing in insurance stocks, 3 


contains securities which represent a cross section of the 
strongest and fastest growing companies in the business. 


Send for our new booklet giving full information. 
y4| INSURANSHARES CORPORATION of NEW YORK 
Underwriters and Distributors 


49 Wall Street, New York 


49 





could be seen to what extent the 
interest earnings on _ policyholders’ 
funds were sufficient to produce a gain 
over and above the interest required to 
maintain the reserves for such policy- 
holders. 

I think it would also be of value, 
especially for reviewing the operations 
of a company over a period of years, 
to show the rate of total yield on in- 
vestments, by combining the “net in- 
terest” on investments and the “gains 
or losses’ from investments, which 
latter are shown in Items 33 to 39 in- 
clusive. Any such combined rate 
would of course, in many cases, fluc- 
tuate quite considerably from year to 
year, but it would be of value, because 
what a life insurance company is par- 
ticularly concerned with, as to its in- 
vestments, is the aggregate or net yield 
thereon over a period of time, which is, 
of course, affected by any gains or 
losses from sales, maturities or defaults 
of securities. 

I realize that it is objectionable to 
tinker with the annual statement form, 
and that much more detail than at 
present called for, or now suggested, 
would be necessary, to permit of a 
minute analysis of all phases of a com- 
pany’s operations. Nevertheless, it 
seems to me that the form should be up 
to date and in form to facilitate the 
accomplishment of its object, with due 
regard for the amount of labor and ex- 
pense imposed on the companies in com- 
plying with the requirements. Probably 
no form of statement would ever satisfy 
every one, but, as a rule discussion aids. 
My purpose in writing this article is to 
possibly arouse some expression of 
views before presenting any recommen- 
dations to the Committee on Blanks. 
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Equitable Life Insurance Company No company issues better policies or renders 


cqnecndmpepliaamesien diel better service than Continental 


Henry P. Blair, President Allen C. Clark, Secretary 
poce 4 Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 
For men with clean past records, in CONTINENTAL CASUALTY CoMPANY 


DELAWARE, BArcicr oF COLMA CONTINENTAL ASSURANCE COMPANY 


Up-to-Date ORDINARY and INDUSTRIAL Policies 910 So. Michigan Avenue 


For further information, write Chicago 
William A. Bennett, Vice-Pres. and Gen. Mgr. 
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1857 1930 


— THE LONDON & LANCASHIRE The Oldest Life Insurance Company in 


rue | WS INSURANCE COMPANY, Ltd. 
LONDON& | OF LONDON, ENGLAND the West. 








Desirable territory open for 
LANCASHIRE live agents. Has an enviable record for 
Y INSURANCE CO ) New York Department: liberal dealing. 
LTD 85 John Street 
ty ST. LOUIS MUTUAL LIFE INSURANCE Co. 


Eastern Department, Hartford, Conn. ST. LOUIS, MO. 
Gilbert Kingan, Manager 




















Illinois—Indiana—Iowa—Kansas—Kentucky—Michigan—Minnesota 


“INDEPENDENCE FOR DEPENDENTS” 
Request details for our remunerative contracts for 
AGENCY MANAGERS 


for Colorado, West Virginia, Illinois, Indiana, 
Pennsylvania and Ohio 


You will benefit by our special attention now to these States 


cama 
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Eureka Maryland Assurance Corp. 
f 


re 
BALTIMORE, MARYLAND 
Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS 
of POLICIES, INDUSTRIAL and ORDI- 
NARY. 


Josh N. Warfield, Jr., Pres. J. Barry Mahool, Vice-Pres. - Oregon—Pennsylvania—Tennessee—Virginia—Washington—W. Va. - 
BA 


| A. W. Mears, Sec A. Victor Weaver, Treas. 
— = Cc. E. Clarke, President J. E. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


| SOUTHERN LIFE AND HEALTH INS. CO. Peninsular Life Insurance Company 
General Offices: 


“Oldest and Best”’ Physicians Building, Jacksonville, Fla. 
Has openings for good debit men and business producers |__Aceident and Health Insurance Commercial and Industrial 
P. O. BOX 884 BIRMINGHAM, ALA. 


REBTET TS 


‘aceauidieeinnaeon team nme 7 TO AGENTS. 
OPPORTUNITY! CTT). i_steateeen 


Desirable Territory Open for General Agencies. ’ j lent openings for prop- 

Laberel Comtenste. LN \ erly qualified agents. 

THE CAPITOL LIFE INSURANCE COMPANY ee a NG J We operate in 26 

bcuseae vane aa AoriisWecee. | States, and the District 

owed a8 Soreee / of Columbia and Porto 
Rico. 





*ON—"G?N—HMnoss iw 


Security Life Insurance Company of America 


134 North La Salle Street, Chicago 
O. W. JOHNSON, President S. W. GOSS, Vice-President 


-Arkansas—California—Colorado- 


-o1YQ—"sAeg 












































-eeeaeteeenaeneteteenteetemmmnemeniesniiiialiimmaamiaiaiiaa 


























If interested, write 


MISSOURI INSURANCE COMPANY cieeh Sse = W. T. O'Donohue 


ST. LOUIS, MISSOURI (oui ag comet =: Vice-Pres. & Agency Mgr. 


Jefferson Standard 
Life Insurance Company 


Admitted Assets December 31, 1928 $814,837.00 Greensboro, N. C. 
OVER 340 MILLIONS IN FORCE 


CAPITAL FULLY PAID $200,000.00 
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